Fie NATIONAL 
NDE RWRITER 


Life Inswwance Edition 





ESTATE! Security PLAN 


bated enon 


the individwat 
**Gulromants of 


Be REY Rs : 


Prepared by 


Bs As PETER Sow 








The answer... Ges/ 
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‘'yes'’ more often than ever before. 


ASSURANCE COMPANY 


HEAD OFFICE— WINNIPEG, CANADA 


FRIDAY, JUNE 15,1951 _ 








Ed H’s “family tree’ is 


<2, Different! 







Most family trees show a man’s ancestors. But 
Equitable’s Ed H. has a different kind of family 
tree—one that shows the happy families he serves. 

And wherever you look in his tree, you’! find 
smiles of confidence and serenity. 


THE UPPER BRANCHES: Drop in on the Maguires, 
and you'll learn that their recent Golden Wed- 
ding Anniversary took a new glow from the 
Equitable Society Retirement Plan they got 
from Ed many years ago. 


THE MIDDLE BRANCHES: Or stop by the Lapham’s 
some night and see what a kick they’re getting 
from the thought that the mortgage on their 
house has been paid off by the Assured Home 
Ownership Plan they bought from Ed. 


THE LOWER BRANCHES: Or talk with the Macken- 
zie youngsters and hear their eager discussion 
of the college life ahead of them, now made 
sure by their parents’ adoption of The Equi- 
table Education Fund Ed suggested. 


What about Ed’s own life? For years, 
its growth, too, has been vigorous, pros- 
perous, and deeply satisfying. 


For when a man’s career is rooted in 
the rich soil of his community’s future, 
the fruit of his labor must inevitably be 
a sense of pride and achievement. 


One of a series of advertisements illustrating how a 
representative of The Equitable Life Assurance Society 
serves his community by selling life insurance. 





* * * 


LISTEN TO “THIS IS YOUR FBI”... official crime-preven- 
tion broadcasts from the files of the Federal Bureau of 
Investigation...another public-service contribution spon- 
sored in his community by The Equitable Society’ Rep- 
resentative. 


EVERY FRIDAY NIGHT * ABC NETWORK 





THOMAS |. PARKINSON, President 
393 Seventh Avenue, New York I, N.Y. 
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Thore Tells Need 
for a Long-Range 
Washington Strategy 


Deplores Box-Score 
Appraisal of Results 
in Talk at L.IL.C. Meet 


WHITE SULPHUR SPRINGS, 
W. VA.—The importance of building 
up a long-range Washington relation- 
ship on a correct basis, founded on en- 
lightened self-interest, aimed at win- 


ning the confidence 
of Congress rather 
than acting as a 
pressure group, 
shunning the serv- 
ices of the “in- 
fluence peddler,” 
avoiding a cynical 
attitude toward 
government, recep- 
tive to criticism as 
the best way of 
averting govern- 
ment competition, 
and operating as a 
force for business 
morality was 





Thoré 
stressed by Eugene M. Thoré, general 


E. M. 
counsel of Life Insurance Assn. of 
America, in his talk Friday morning at 
the annual meeting of the Life Insurers 
Conference here. 

“Tsolationism in the relationships be- 
tween the government and business is 
no longer realistic,” he said. “The im- 
pact of historic events on a business such 
as life insurance requires reconsidera- 
tion of many traditional policies. Our 
ability and desire to meet these rapidly 
changing demands of society, without 
too great a lag, and without weaken- 
ing the fundamental structure of the 
service which we provide, is a true test 
of the dynamic character of our busi- 
ness. 


Policy-Making Must Come First 


_ Policy-making is the first step in deal- 
ing with any Washington problem, said 
Mr. Thoré, adding that “we have no- 
ticed a tendency, however, to give 
priority to the methods we employ in 
achieving legislative objectives.” 

He said the successful pursuit of 
legislative programs in Washington is 
highly important. But lobbying and 
congressional appearances should not be 
emphasized to the point that there is 
a failure to devote equal effort to the 
formulation of sound business policy. 

“Indeed, faulty policy or lack of any 
consistent and basic policy can produce 
failure, notwithstanding the effectiveness 
of our advocacy,” he said. 

The all-pervasive nature of modern 
government tends to complicate the pol- 
icy-making process, Mr. Thoré said. 
As a result, in formulating policy the 
business should, as far as possible, en- 
courage open discussion. Available facts 
should be disseminated. Conclusions 
should flow from honest analysis and 
not from inflexible pre-judgments. A 
legislative program has little value if, 
through misunderstanding, it does not 
receive strong support from the busi- 
ness. 

“Unfortunately, issues in Washington 
frequently arise suddenly,” he said. 
Congress does not adjust its agenda to 
serve our convenience. At times, we 
must deal with problems on_ short 
notice, hammer out policy and develop 

(CONTINUED ON PAGE 19) 


Offer Unclaimed 
Ill. Bankers Stock 


Stockholders of Illinois Bankers Life 
have now received from Nellis P. Par- 
kinson as custodian, agreements for 
subscription to 89,677 shares of the 
stock in accordance with an order is- 
sued by the circuit court at Chicago on 
June 5. 

These are unclaimed shares that pol- 
icyholders of the old predecessor, [Illi- 
nois Bankers Life Assn., the assessment 
concern, were entitled to receive under 
the court order of Nov. 21, 1947. That 
decision divested the former owners of 
their stock on the ground that the funds 
belonging to the policyholders of the old 
assessment association had been used to 
set up the new stock company, that the 
individuals who actually had the stock 
were not entitled to it. 

Those who had insurance in the as- 
sessment concern on Nov. 19, 1929 were 
entitled to one share of stock for each 
$500 of face amount of insurance they 
had on that date. The 89,677 shares 
comprised the unclaimed stock. Under 
the court order of June 5, 1951, provi- 
sion was made for reducing these shares 
to a cash basis. Thus the claim of the 
stragglers is now for money rather than 
for an equity and the uncertainty that 
existed so long as this block of un- 
claimed stock was in the picture is re- 
moved. 


Central Standard Interested 


Just recently the stock of Vernon 
Loucks, Chicago attorney, who sucess- 
fully prosecuted the original case, was 
acquired by interests identified with 
Central Standard Life of Chicago and 
although there has been no official state- 
ment on this score, it is assumed that 
there will some day be a reinsurance of 
Illinois Bankers business by Central 
Standard. 

Present stockholders of Illinois Bank- 
ers are given the option to subscribe to 
four-tenths of one share for each share 
now held at a price of $5 per share or 
$2 for each four-tenths of a share. 

The holders of 97,500 shares (pre- 
sumably the Central Standard Life 
group) have agreed to waive, in the event 
it is necessary and to the extent neces- 
sary only their pro rata subscription 
rights to a sufficient number of un- 
claimed shares to which they are en- 
titled to subscribe so that a sale of the 
unclaimed shares may ‘be made to the 
other shareholders on the basis of four- 
tenths of a share for each share out- 
standing. 

There is an “over-subscription” pro- 
vision whereunder the present stock- 
holders may offer to buy at $5 a share 
a proportionate number of the 89,677 
shares that are not subscribed and paid 
for on or before July 14. 


McCahan Advanced, 
Gregg Made Dean of 
American College 


American College of Life Underwrit- 
ers has created the new position of 
executive vice-president and promoted 
Dean David McCahan to this new 
position. Davis W. Gregg, assistant 
dean, is advanced to dean of the col- 


ege. 
Dr. McMahan is in his 23rd. year 
He is a 


with the American College. 
professor of insurance at the com- 
merce school of University of 


Pennsylvania and is executive director 





David W. Gregg David McCahan 


of the S. S. Huebner Foundation for 
Insurance Education. He is a director 
of American Society of C.L.U., and 
a trustee of American Institute of 
Property & Liability Underwriters. | 

Dr. Gregg joined American College in 
1949 as assistant dean. He received 
the degree of bachelor of business 
administration at University of Texas 
and his master’s degree at University 
of Pennsylvania in 1940. After some 
insurance experience he served in the 
navy during the war and on release 
was awarded a fellowship by the Hueb- 
ner Foundation, receiving his Ph.D. at 
University of Pennsylvania in 1948. Be- 
fore joining the American College, he 
served as professor of insurance at Ohio 


State University and the graduate 
school of business of Stanford Univer- 
sity. 


The board also authorized the em- 
ployment of additional staff personnel 
to work under the direction of the 
dean in carrying out educational, pro- 
motional and publications activities. 





Air Force Recalls Boyd 


Robert L. Boyd, general agent for 
Equitable of Iowa at Kokomo, Ind., 
has been recalled to active duty in the 
air force as a lieutenant colonel. After 
service as a pilot in the last war, Mr. 
Boyd took over the agency for his late 
father, Lowell Boyd. 








Stassen Chats with Two of His Hosts 


Before his speech 
at the banquet of the 
National Assn. of In- 
surance Commission- 
ers, President Stassen 
(left) of the Univer- 
sity of Pennsylvania 
chats with Commis- 
sioner Frank Sulli- 
van (center) of Kan- 
sas, newly elected 
president of the asso- 
ciation, and Paul F. 
Clark, president of 
John Hancock and 
general chairman of 
the convention. 





B. N. Woodson Named 
N.A.L.U. Executive 
Vice-President 


Succeeds Zalinski July 1, 
Becoming LUTC Managing 
Director as Well 


NEW YORK—Benjamin N. Wood- 
son of Indianapolis has been appointed 
executive vice-president of the National 
Assn. of Life Underwriters and manag- 
ing director of Life Underwriter Train- 
ing Council. Mr. Woodson will assume 
both posts July 1, upon release from his 
present duties as executive vice-president 
of State Life of Indiana. In both posi- 
tions he will succeed Edmund L. G. 
Zalinski, who on 
the same date will 
become an assistant 


vice-president of the 
New York Life. 


Commenting on 
the appointment, 
John D. Moyna- 
han, Metropolitan 


Life, Chicago, pres- 
ident of N.A.L.U. 
said: “The com- 
mittee on selection 
instructed by 





was 
the board of : 

trustees at the B. N. Woodson 
Minneapolis mid- 

year meeting to endeavor to secure 
the services of a man who could 


and would take a career view of the job, 
and who would not likely be tempted 
away by a high-ranking home office 
post.” 

As one member of the board of trus- 
tees put it, “we intend to make the 
position the equivalent of any vice- 
presidency in the land, and the equal of 
many presidencies as well, so that a 
top-drawer man can be persuaded to 
take the post with the same career view- 
point which applies to the heads of such 
associations as the L.I.A.M.A., the 
American Life Convention, the Life In- 
surance Assn. of America, and the In- 
stitute of Life Insurance.” 

Required Recasting of Job 

The new approach required a re- 
casting of the job of N.A.L.U. executive 
vice-presidency in terms of salary, 
authority, job security, and otherwise, 
much of which has already been effected. 
It is understood that the N.A.L.U. board 
at its annual meeting in Los Angeles 
in September will ask the national coun- 
cil to change the title of this position to 
that of managing director, to broaden 
the scope of the job, and to effect a five- 
year working agreement designed to 
obviate further turnover in the post. 

Having already held high home office 
rank and being in a position to put such 
consideration behind him to devote the 
remainder of his business life to insti- 
tutional work, Mr. Woodson combines 
in unusual degrees the qualification 
called for by the new concept of the 
job of managing director of N.A.L.U. 

He has been agent, manager, and home 
office official. He has been executive 
vice-president of two companies and has 
been slated to be president of his pres- 
ent company—State Life—at the end of 
next year, according to an announce- 
ment publicly made a number of months 
ago. He has had extensive experience 
in the weekly premium field; as well as 

(CONTINUED ON PAGE 20) 
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Life Companies’ Rankings for 1950 
Shown Under Five Classifications 
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5 John Hancock ......... 559,653,244 34 Franklin Life | -....... H4/8161467 
6 Travelers ...-........ not available 35 Life of Virginia....... 940,998 
§ Travelers. available __ g «35 Life of Virginia....... 33,940,998 
BOL) Wi MEAL. 6sicn5 os 30588782 37 Pacific Muto Can....... 32°680,815 
3 Sun, Canada See 5 cape oer ae O8t i “e = Gentaneration tie aaa Pate 
Mutua SON -.cks 505, ; 5 Eells tees 602, 
11 Mass. Mutual ......... 200;915;568 Li C JUsurane 41 seuthrestgrn. nied aba32 a9 
12 New England Mutual « 179,354,930 Wpan 41 Jefferson Standard |. -- tes'761 
13 Mutual Benefit, N. 176,174,293 : 42 Teachers Ins. & Ann.... BR Tk e485 
n. General ......... . y ee 920, 
14 Conn. General ..-.- 172/688'872 HOME OFFICE © LOUISVILLE, KY. . 2 aoe ae Pager 
16 Conn. Mutual ::.....:,  132°784°536 The Doorway to Secur @ 43 Acacia Mutual -...... 25,997,603 
17 Lincoln National | ....: 101,338,785 => oy ey National =... 57139,676 
18 National L. & A., Tenn.. —90:001/173 47 United Benefit, Neb..... 25,070,878 
19 Bankers, Ia. ........... 89,643,454 48.N. W. National........ 24,534,989 
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Pennsylvania Assn. 
Votes in Philips 


Gorsuch Succeeds Green 
in Philadelphia Post 
at Joint Meeting 


Wayne E. Philips, district manager 
for Prudential at New Kensington, was 
elected president of the Pennsylvania 
Assn. of Life Underwriters at the an- 
nual meeting in Philadelphia succeeding 
Albert C. Adams, general agent of John 
Hancock at Philadelphia. 

B. Carl Wharton, Fidelity Mutual, 
Harrisburg, was elected vice-president 
and Vernon L. Phillips, Occidental of 
California, Philadelphia, secretary-treas- 

rer. 
‘ The association changed its by-laws 
to provide for the election of six region- 
al vice-presidents. They are: Himes Si- 
jin, Lincoln National, Erie; Charles J. 
Peckham, New York Life, Pittsburgh; 
Alexander Hutchinson, Metropolitan 
Life, McKeesport; A. J. Halloran, Balti- 
more Life, Williamsport; Q. Rice Cow- 
man, Equitable of Iowa, Harrisburg; 
and H. Sheridan Baketel, Union Cen- 
tral, Philadelphia. 

The new directors are Courtney M. 
Dale, Connecticut General, Erie; Phil- 
ip C. Campbell, Philadelphia Life, Dan- 
ville; Francis H. Conrad, Travelers, 
Johnstown; and William A. Arnold, Jr., 
Penn Mutual, Harrisburg. L. V. Drury, 
Sun Life of Canada, Philadelphia, con- 
tinues as national committeeman. 


Gorsuch Elected 


Ross E. Gorsuch, Aetna Life, was 
elected president of the Philadelphia as- 
sociation which met in conjunction with 
the state body, suceeding Stephen D. 
Green, Provident Mutual. Others elected 
included Hunter A. Hammill, Phoenix 
Mutual, first vice-president; Caspar W. 
Haines; New England Mutual, second 
vice-president; and Vernon S. Molle- 
nauer, Connecticut Mutual, secretary. 

The directors whose terms expire in 
1954 are Mr. Green; A. H. Allison, 
Equitable of Iowa; Myron F. Donohoe, 
Metropolitan Life; Paul Rosenbaum, 
Sun Life of Canada; and Frank C. UI- 
rick, Prudential. 

The meeting got underway Thursday 
afternoon and was featured by a re- 
ception that evening which preceded the 
banquet arranged for the state associa- 
tion by the local group. The Philadel- 
phia home office companies were hosts. 
Charles F. Merz, executive secretary of 
the Philadelphia association, saw to the 
arrangements in his customary effici- 
ent style. 

Pennsylvania life companies should 
study the state’s insurance investment 
statutes with the insurance department 
with a view to getting revisions allow- 
ing more investment leeway, Robert 
Dechert, general counsel of Penn Mu- 
tual, said at the banquet. He said com- 
mon stock investments would provide 
a closer tie-in of insurance dollars to 
buying power. Mr. Dechert said he be- 
lieved that such a study would result 
in the enactment of a provision like 
that recently passed in New York by 
the Pennsylvania legislature in 1953. 


Goldberg Delights Crowd 


Milton J. Goldberg, agency actuary 
of Equitable Society, delighted the ban- 
quet crowd of about 250 with some hu- 
morous observations on doings in the 
life business. 

Business insurance sales presentations 
should be made with an eye to company 
accounting procedures, said David 
Marks, Jr., general agent of New Eng- 
land Mutual in New York City, at the 
Friday luncheon. They should not nor- 
mally be sold with the rate book, he 
explained. When the figures are physi- 
cally presented to the prospect they 

(CONTINUED ON PAGE 20) 


A foursome at in- 
surance commissi0on- 
ers meeting at 
Swampscott: John A. 
Lloyd, vice-president 
of Union Central 
Life; Eugene J. Con- 
roy, general solicitor 
of Prudential; W. H. 
Bittel, actuary of the 
New Jersey depart- 
ment, and Alexander 
Query, associate gen- 
eral counsel of Pru- 
dential. 











Wis. Senate Votes 


Insurance Probe 


MADISON, WIS.—The state senate 
has adopted a resolution requesting the 
legislative council to appoint a com- 
mittee to make a comprehensive study 
of the methods, practices, taxes and 
finances of all insurance companies do- 
ing business in Wisconsin and to report 
to the 1953 legislature with its recom- 
mendations. 

The resolution, which was sponsored 
by Sen. R. M. Schlabach, La Crosse Re- 
publican, met considerable opposition 
but was finally approved by a voice vote 
after a motion to reject failed 12 to 17. 
It calls for the appointment of a com- 
mittee of three senators and four as- 
semblymen and provides that none shall 
be afhliated with or have any financial 
interest in an insurance company, ex- 
cept as a stockholder. An amendment 
also enables the committee to study the 
operation of the insurance department. 
The resolution says that the scope of 
study shall not be limited by mention of 


specific subjects, but may extend to 
such phases of the insurance field as 
the committee deems necessary or ad- 
visable. 

Schlabach contended that some of the 
large fire and casualty mutuals of Wis- 
consin pay no premium or income taxes 
and said this discrimination and favor- 
itism is not fair. we 

Opponents criticized the provision 
which excludes legislators with insur- 
ance connections and experience, claim- 
ing that the study would thus be con- 
ducted by people who know little about 
the business. Schlabach replied that 
there was nothing in the resolution to 
prevent the committee from calling in 
insurance people for assistance and co- 
operation. 

Since it is a plain resolution and not 
a joint one it will not require assembly 
action. 


Oct. 18-20 Zone 4 Dates 


The fall meeting of Zone 4 of Na- 
tional Assn. of Insurance Commis- 
sioners has been scheduled for St. Paul, 
Oct. 18-20. 











Gold 


million. 


had collected everywhere. 


the cost of the new rug. 


lines. 


are passed by? 





Some years ago one of the United States Government 
Mint buildings was torn down and a new building 
erected. The old building had been in use as a Mint 
for years, and in it gold coins had been minted by the 
As a result the old building was permeated 
with gold dust which had filtered into almost every 
square inch of the interior. 


The problem was how to salvage the gold dust which 
Short of taking the building 
apart, there was no way of getting all the gold dust. 
But some of the salvaging attempts proved worthwhile. 
A workman wiped the dust off a transom, the dust was 
processed and $100 worth of gold was extracted. An 
old rug was cleaned before throwing it away. The gold 
dust extracted was found to be worth $200 more than 


Is there a lesson in this for underwriters? 
the sales are made by aiming along certain very definite 
They see direct opportunities and follow them 
through. But how many indirect opportunities for sale 
How many leads are passed by as un- 
noticeable? How much gold dust is hidden on the wood- 
work and in the corners—and what is the value of the 
gold dust they do not salvage? 
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International 
A. & H. Assn. Names 
Ernst President 


Three-Day Parade of 
Sales Ideas Presented at 
Dallas Meeting 


By JOHN C. BURRIDGE 


DALLAS—The annual convention of 
International Assn. of A. & H. Under- 
writers gave the 450 registrants here a 
three-day parade of sales ideas offered 
by exceptionally able speakers. Lack- 
ing any immediate problems in the in- 
dustry or internally, the association 
gave over the entire program to a first 
class sales congress in addresses inter- 
spersed with entertainment. There were 
eight speakers on selling, climaxed by 
the talk of Travis T. Wallace, president 
Great American Reserve at the closing 
session, and full houses at every ses- 
sion. 

Carl A. Ernst, North American Life 
& Casualty, St. Paul, was elected the 
new president at the Tuesday business 
meeting. Charles H. Tull, Provident 
Life & Accident, Seattle, was named 
vice-president, and Emerson Davis, 
Inter-Ocean, Dallas, treasurer. 

The election furnished some flavoring 
when an added starter for treasurer was 
nominated from the floor. The nominat- 
ing committee is the executive board, 
and its recommendations are usually un- 
opposed. However, O. K. Johnson, 
Business Men’s Assurance, president of 
the Omaha association, proposed Wil- 
liam E. Reinsh, Massachusetts Bonding, 
Omaha, a veteran member of the execu- 
tive board and one of the association 
wheelhorses in the field. 


Lambert Has Three-Point Formula 


‘Retiring President John B. Lambert, 
Mutual Benefit H. & A., Cleveland, in 
his report at the opening session asked 
the new administration to use as a for- 
mula for planning its work the ideas of 
better serving the agent, cooperating 
with the companies and continuing and 
increasing public relations activities. 
The latter, he said, is the most impor- 
tant, he favors “a vast industrywide 
program” in this field. 

Membership is at a record high, 4,717, 
he stated, and the association is also at 
a new high in prestige and accomplish- 
ments. 

As his first official act at the interna- 
tional council meeting Tuesday morn- 
ing, Mr. Lambert appointed Mike O’Sul- 
livan, the two-gun president of Amer- 
ican Farmers of Phoenix, as sergeant at 
arms. 

Wesley J. A. Jones, executive secre- 
tary, reported a net gain of 321 mem- 
bers in the year. He described the ac- 
tivities of the headquarters staff, and in 
discussing the progress of the associa- 
tion noted that six new local groups 
were formed last year, and four Cana- 
dian and one state association are on 
the way. There are now 87 active local, 
state and provincial associations. Fi- 
nances are in the black, he declared. 


Membership Awards Presented 


Membership awards were presented 
by Mr. Lambert to Madison, Wis., for 
the largest percentage gain among local 
associations; to Cleveland for the largest 
numerical gain; to New Mexico for the 
state having the biggest percentage 
gain, and to Ohio for the largest state 
numerical increase. 

The 1951 convention will be at As- 
bury Park, N. J., as was decided at the 
last convention. Chicago was picked for 
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New York Lite 
Designates Three 
Area Group Chiefs 


New York Life has now designated 
five out of six regional group sales man- 
agers. Appoint- 
ment of a manager 
at St. Louis will be 
made later. 

The three new 
managers are Ervin 
L. Jones, Chicago; 
Wm. F. L’Heu- 
reux, San Francis- 
co, and Wm. 
Livingston, Toron- 
to. Those _ previ- 
ously designated 
were Robert E. 
Purdy, Boston, and 
Wm. L. Fehon, Jr., 
Atlanta. pe 

Mr. Jones will be in charge of dis- 
trict offices in Chicago, Detroit, Cleve- 
land, Cincinnati, Milwaukee, and Min- 
neapolis. He became assistant manager 
of Connecticut General’s group depart- 





Ervin L. Jones 





L’Heureux 


W. R. Livingston Ww. F. 
ment in New York City in 1942 and 
manager of that company’s group of- 
fice in Newark in 1944. He is a former 
secretary-treasurer of the New Jersey 
State Life Underwriters Assn. : 

Mr. L’Heureux will be in charge ot 


offices in Los Angeles, Seattle, San 
Francisco and locations to be an- 
nounced. He was formerly group super- 
visor for Metropolitan at San Fran- 
cisco. 


Mr. Livingston will supervise offices 
in Montreal, Toronto, Vancouver, and 
other locations. He served with the 
Canadian army before joining Aetna as 
group representative in Toronto. 





Stockman Heads Leaders 
Assn. of N. E. Mutual 


Newly elected officers of the Leaders 
Assn. of New England Mutual Life 
have been announced. President is 
Henry C. Stockman, Sr., of Newark, 
who succeeds W. Franklin Scarborough 
of Philadelphia. Kenneth V. Robinson, 
Hartford, was elected vice-president; 
Selby L. Turner, Roswell W. Corwin 
agency, New York, secretary and Paul 
A. Hazard, Jr., George C. Behrns 
agency, Chicago, treasurer. 

Other members of the executive com- 
mittee are Mr. Scarborough, William H. 
McCoy, Detroit, and James H. Prentiss, 
H. G. Swanson agency, Chicago. All 
seven members of the executive com- 
mittee are life and qualifying members 
of the Leaders Assn., and also of the 
Million Dollar Round Table. 

The Leaders Assn. has a 1951 mem- 
bership of 217 top salesmen, roughly 
one-fifth of the company’s field force. 
It was organized in 1931 and will mark 
its 20th anniversary when the company 
leaders gather at Jasper Park Lodge in 
Alberta, Sept. 12-13. 





The telephone exchange building at 
Fitzgerald, Ga., has been sold to Mutual 
Life for about $90,000 and has been 
leased to Southeastern Telephone Co. 
for 25 years, with options to renew. 
In 1950 Mutual Life purchased and 
leased back to the telephone company 
its Tallahassee, Fla., exchange. 
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Medical Body 
To Rest on Oars 


Dr. Elmer L. Henderson in his presi- 
dential message at the convention of 
American Medical Assn. at Atlantic City 
asserted that the threat of a compulsory 
national health insurance plan has now 
evaporated, “at least temporarily.” He 
said that A. M. A. could now relax its 
fight against this program and that its 
intensive campaign against compulsory 
health insurance will come to an end this 
year. Such a termination was counseled 
by Clem Whitaker and Leone Baxter, the 
Chicago publicity organization that 
spearheaded the battle. 


CONFERENCE PLANNED 

WASHINGTON — Simultaneously 
with the announcement that American 
Medical Assn. is suspending its public 
relations campaign against compulsory 
national health insurance, Senator Leh- 
man, New York, chairman health sub- 
committee, stated “informal and_ staff 
level” discussions by the committee had 
been held with A.M.A. staff representa- 
tives at Chicago last week. 

Lehman said the purpose was to so- 
licit technological and staff assistance 
of A.M.A. in gathering data the health 
committee wants “as a basis for con- 
sideration of possible legislation in the 
health field” at this session of Con- 
gress. Previous meetings had been held 
with other health field experts. 

The A.M.A. staff said they would 
help supply factual data on availability 
of medical and health personnel and 
facilities in critical defense areas, special 
medical care for servicemens depend- 
ents, and coordination of hospital facili- 
ties. 


Truman Signs NSLI Bill 


WASHINGTON—President Truman 
has signed the bill providing for use 
of National Service Life dividends to 
pay premiums. 

Included in latest presidential requests 
for supplemental appropriations totaling 
approximately $1 billion for 1952 and 
prior fiscal years, are items for $121,- 
775,000, of which $5 million is requested 
“to meet initial requirements for indem- 
nities” under the new gratuitous indem- 
nity act; also $116,775,000 for veterans 
administration, to reimburse the NSLI 
trust fund for payments to beneficiaries 
of NSLI-covered servicemen who die as 
result of extra hazards of military 
service. 








Benefits of a group policy with Met- 
ropolitan covering more than 1,200 em- 
ployes of Methodist Publishing House 
at Nashville, Chicago and Cincinnati 
have been increased, doubling hospital 
benefits and increasing limits on life in- 
surance by about 100%. 








W. Harold Bittel, New Jersey actuary, 
with Donald Knowlton, New Hampshire 
commissioner, at N.A.I.C. meeting. 


Proposed SS Tax 
Rulings Published 


WASHINGTON—The internal reve- 
nue bureau published Tuesday in the 
Federal Register its proposed regulations 
covering social security taxes. The pro- 
vision relating to full-time life insur- 
ance salesmen is as follows: 

“An individual whose entire or prin- 
cipal business activity is devoted to the 
solicitation of life insurance or annuity 
contracts or both, primarily for one life 
insurance company is a full-time life 
insurance salesman. Such a salesman 
ordinarily uses the office space provided 
by the company or its general agent, and 
stenographic assistance, telephone facil- 
ities, forms, rate books, and advertising 
materials are usually made available to 
him without cost. An individual who is 
engaged in the general insurance busi- 
ness under a contract or contracts of 
service which do not contemplate that 
the individual’s principal business ac- 
tivity will be the solicitation of life 
insurance or annuity contracts, or both, 
for one company, or any individual who 
devotes only part time to the solicitation 
of life insurance contracts, including an- 
nuity contracts, and is principally en- 
gaged in other endeavors, is not a 
full-time life insurance salesman.” 

The present internal revenue code in- 
cludes full-time life insurance salesmen 
in the employe category. 





Crutch or Challenge? 
Public Relations’ Role 
Is Up to Top Management 


Whether public relations turn out to 
nothing more than a crutch used by 
the life insurance 
business to bolster 
up its own weak- 
nesses and help it 
over bad places or 
an undeniable chal- 
lenge to raise the 


level of its  per- 
formance by im- 
proving its human 


-elations depends 
more than anything 
else on how whole- 
heartedly top man- a 7" 
— ag alia -— 
the concept of pub- 
lic ne ha Alm M. Keunety 
major management function and how 
effectively it puts that concept to work, 
said Alan M. Kennedy, director of pub- 
lic relations of Northwestern National 
Life at the annual meeting of the 
Canadian Life Insurance Officers Assn. 
in Winnipeg. 

If the chief executive is also the prin- 
cipal public relations officer of the com- 
pany, that’s as it should be, said Mr. 
Kennedy. However, since many fine 
companies are headed by men who are 
not particularly public relations con- 
scious, it means that somebody in the 
organization can serve a useful purpose 
by tactfully, diplomatically, and pur- 
posefully doing a consistent selling job, 
perhaps even a little high-class needling, 
to keep the official family, from the top 
down, aware of the importance not only 
of public relations, but of company poli- 
cies and practices that make for good 
public relations. 

More and more business men at or 
near the top of the ladder are thought- 
fully and objectively appraising the mo- 
tives behind their business decisions and 
are showing they realize that what they 
do and say as business managers has 
social implications, and that their com- 
pany does not operate in a vacuum, but 
as part of a larger community, said Mr. 
Kennedy. These executives, he said, 
are coming to accept the truism that pub- 
lic relations is really 90% performance 
and only 10% telling about it. 





More than 200 employes took part in 
a “hobby fair’ sponsored by Life & 
Casualty. Paul Mountcastle, president, 
presented prizes to winners. 





Nearly 100 Attend 
Provident Mutual 
Western Regional 


Provident Mutual Life held the fry * 
of its four 1951 regional meetings a 
Yosemite National Park, Cal. Nearly 
100 persons from Colorado, Los Ap. 
geles, Oregon, San Francisco, ang 
Washington agencies were welcomed by 
James H. Cowles, agency vice-president. 

The first morning session, devoted to 
business insurance, was presided over by 
John T. Wilver, assistant manager oj 
agencies. 

Key-man insurance was discussed by 
J. Oliver Broleen, Portland, and Jack 
O’Neill, Los Angeles. Mr. Broleen em. 
phasized that in every business, regard. 
less of size, there are key-men vital to 
to its successful operation. He said key- 
man sales can be extremely profitable 
if expertly handled. Mr. O’Neill gave 
several reasons why key-man coverage 
is the greatest single source of business 
life insurance today, mentioning in par- 
ticular that corporate premium dollars 
= easier to extract than personal dol- 
ars. 

The value of trust company service jn 
business insurance agreements was con- 
sidered by Elwood T. Starbuck, general 
agent at San Francisco, and Harry W, 
Andrews, Tacoma. 


Lists Advantages 


Mr. Starbuck, who has had extensive 
trust company experience, pointed out 
these advantages of using a trust com- 
pany as a corporate trustee: Service to 
the client; availability and readiness to 
act; low cost; service to the agent. 

_ Mr. Andrews said that life insurance 
is needed to guarantee the availability of 
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funds to complete purchase under a buy 
and sell agreement, and trust company 
service is necessary to guarantee that 
the obligations of such an agreement 
are discharged by all of the interested 
parties. 

Miss Alice E. Roché, assistant director 
of education and training, explained 
the company’s new business insurance 
course. 


Keeping on the Track 


“Keeping on the Track” was the 
theme of the second session. Frederick 
J. Kiefner, advertising and publications 
manager, presided. William T. Baldwin, 
Bakersfield, Cal., suggested that every 
agent have a definite work pattern 
backed up by a strong mental drive. 
Clifford M. Berry, general agent at Den- 
ver, stressed the importance of old pol- 
icyholders as prospects for new busi- 
ness. He remarked that they constitute 
a market potentially worth many times 
the money originally made from them. 

Dudley Clark, Portland general agent, 
described the techniques he uses in 
selling doctors. 


Cites Greatness of Business 


Joe B. Long, manager of agencies, 
concluded the session with a talk on 
“Agents Come in Different ‘Sizes.’ He 
recommended that agents keep their 
eyes on the greatness of life insurance 
and what it does for the individual. 

Ralph W. Tipping, assistant manager 
of agencies, presided at the final day’s 
discussion of “My Plans for the Year.” 
Prospecting was the major topic, with 
Harry A. Bear, Denver, commenting 
that it is a mental process as well as 
physical. By employing imagination, he 
stated, agents can develop prospects 
everywhere they go. Robert L. Nicker- 
son, San Francisco, brought up the im- 
portance of proper time control and a 
positive mental attitude, and Ray E. 
Heppenstall, Seattle, underscored the 
importance of continuous prospecting. 

James M. Cowles concluded the meet- 
ing with a summary of the talks. He 
observed that the agent himself largely 
controls and determines his individual 
success, that others may help, but that 
real success must come from inside the 
agent himself. 
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These people—these buildings—these products 
that make Americans more comfortable . 

these are my life work. I should not like to feel 
that all I have done could be swept away over- 
night. That’s why I am honestly grateful to the 
life insurance man who helped me to stop and 
think . . . and plan a way to continue the busi- 
ness in the hands of those qualified to run it— 
and to see that the value of my interest goes to 


my family. I am convinced that Business Life 


ensive 
d out 
_com- 
ice to 
oss to 


Irance 
ity of 
a buy 
npany 
» that 
ement 
rested 





sili Insurance is the answer—for me, and for others 
lained | 
rance 


who want to leave tangible evidence of time 


well spent. 














Increasing the life expectancy of a 
business—through Business Life In- 
surance—is one proud duty of the life 
insurance salesman who, in this way, 
contributes to economic security. 
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Article on General 


Agents’ Future 
Draws Comments 


Since publication of the article “Does 
the General Agent as a Species Face 
Extinction?” in the May 18 issue of THE 
NATIONAL UNDERWRITER, several letters 
taking issue with the views expressed 
have been received and one expressing 
agreement. 

Sidney B. Rosenbaum of the Rosen- 
baum & Kail agency of Connecticut 
Mutual at Cleveland wrote as follows: 

“IT have been in the life insurance 
business for 39 years, 27 of them have 
been as general agent for a non-man- 
agerial company. 

“I believe in the general agency sys- 
tem and feel that you make a mistake 
when you contribute as you did in a 
recent issue to propaganda toward its 
exchange for the manager system. 

“Of course, there are numerous in- 
stances where the large producer earns 
more than the general agent. We find 
this in at least two instances in our 
own agency. You seem to follow the 
idea that money is the only incentive 
of the general agent. This may be 
true at the start, but after years of 
work in developing men I and many 
others can tell you that the compensa- 
tions are not all in dollars. There is 
a real thrill in feeling that you have 
had a part in making men successful in 
our great work. 


Manager System Lacks Warmth 


“The manager system may be satis- 
factory for some companies; but I feel 
that it lacks the warmth of general 
agency practice. Managers are often 
transferred. There is, and has_ been, 
lacking the feeling on the part of an 
agent that his head of the agency can 
be with him as long as there is the 
feeling of mutual satisfaction in long 
association. I am very thankful that my 
company is a general agency company. 
I’d hate to see them change, and I 
deplore any figures, however true, that 
might contribute to dissatisfaction on 
the part of the present general agents, 
the possible general agents, and the 
companies they represent.” 

Harry H. Kail, Mr. 
partner, wrote: 

“IT have followed with interest for a 
good many years the Life Insurance 
Edition of THE NATIONAL UNDERWRITER. 
Your reporting of all matters relating 
to our field has been good and timely 
but I take exception to the article in 
the May 18th issue regarding the ques- 


Rosenbaum’s 


the General Agent as a 


2” 


tion ‘Does 
Species Face Extinction 

“Frankly, I don’t believe that you 
have properly surveyed the field. Surely 
your reflections are not that of an ex- 
pert, and then, too, I believe that you 
should be most careful of reflecting on 
our field. 

“The general agency system is re- 
sponsible for the tremendous growth 
in our business. The reason that com- 
panies have changed to the management 
field is that the companies concerned 
have not been developing their manage- 
ment corps among their own field forces. 
Then when an appointment is to be 
made, they find it necessary to keep close 
tab on their manager appointee. : 

“You can be a great aid to everyone 
in the insurance field, but you go off 
base with me when you publish an arti- 
cle reflecting on our system.” 


Tells of Problems 


A general agent of a prominent mid- 
western company who was not writing 
for publication and prefers not to be 
identified stated: 

“I’m much interested in your article, 
“Does a General Agent Face Extinc- 
tion?” 

“Not only am I having plenty of 
headaches, but I’m increasingly amazed 
at the number of general agents who are 
resigning to re-enter personal produc- 
tion. 

“As nearly as I can observe, it seems 
to me that there appear to be two 
underlying problems, of which little or 
nothing is said, or even appears to be 
recognized. 

“I strongly suspect that those com- 
panies operating on a managerial basis, 
or when a company turns to managerial 
type of operation, have a more rigorous 
system for training and controling the 
methods by which a general agent se- 
lects and trains new men. 


Emphasize Growth 


“It also appears to me that in their 
desire for growth, which may be com- 
pletely justified, there is a tendency to 
spend more on newer general agents and 
managers than is presently the case with 
many older general agents. 

“It is quite probable that you are 
much more familiar with some of these 
specific angles than I am. 

“IT am very seriously concerned with 
the problem, for in a small agency, such 
as mine, I find my time has to be about 
equally split among service, sales, re- 
cruiting and training. I find myself quite 
discontent with the feeling that no job 
can be properly done in one-third of 
the time. 

“T don’t know whether it is within 
the scope of your editorial comment to 
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discuss these phases, but when I notice 
that there has been over a 75% turnover 
in the general agents in this city, within 
the last six years, and when I also hear 
some of the managers discuss their prob- 
lems, I am tempted to wonder if broad 
thinking and planning for handling an 
agency is as successfully progressive as 
we hope it is.” 


McGill Analyzes 
Gratuitous Cover 
for Servicemen 


It is too early accurately to evaluate 
the new servicemen’s indemnity act “but 
it is apparent that the measure failed to 
accomplish the sweeping reforms origi- 
nally contemplated,” Prof. Dan M. Mc- 
Gill of University of North Carolina, 
states in the conclusion of his article 
on gratuitous indemnity for servicemen 
in the June issue of the C.L.U. Journal. 

Mr. McGill, who is Julian Price asso- 
ciate professor of life insurance at the 
university, states that responsibility for 
this failure must be placed on the 
Senate and the groups who were sup- 
porting Senate action but he points out 
that the fundamental objective was 
achieved, i.e., insurance protection to 
servicemen on an automatic and impar- 
tial basis. $ 

A secondary achievement, according 
to Mr. McGill, but one nevertheless im- 
portant, was the reduction of the pres- 
sure on private insurance. While the 
potential infringement is still great, 
much of it will undoubtedly fail to ma- 
terialize. Experience indicates that a 
relatively small percentage of veterans 
will exercise their right of conversion, 
although in this case the low, non-par- 
ticipating premium rates may prove an 
inducement that was lacking in the prior 
programs. 


Danger of Liberalization 


“There is real danger, of course, that 
Congress some time in the future will 
remove the time limitation on conver- 
sions and will permit conversions into 
any of the standard forms of insurance,” 
Mr. McGill points out. 

He states that the financial burden on 
the government should be lessend to 
some extent because the interest outlay 
will be smaller and the substitution of 
a new annuity table will produce more 
realistic life income benefits. Man- 
power requirements should be lighter 
during the present emergency “but it is 
doubtful that any long-run savings will 
result in view of the establishment of 
a third program of permanent insur- 
ance.” 

The major part of the article is de- 
voted to a comprehensive discussion of 
the background and provisions of the 
new act. 





Laurence F. Lee, president of Penin- 
sular Life and Occidental Life of North 
Carolina, addressed the Knoxville Ro- 
tary Club on “Government and Busi- 
ness.” 








Ralph Kastner, associate general counsel 
of American Life Convention, and Mrs. 
Kastner at N.A.I.C. meeting at Swamp- 
scott. 


W. B. Cornett Heads 
Prudential A. & H. 


Sales and Service 


NEWARK—William B. Cornett, for. 
mer 1st vice-president of Loya} 
Protective Life and 
past president of 
the International 
Assn. of A. & H. 
Underwriters, has 
been appointed di- 
rector of sales and 
service for Pruden- 
tial’s newly organ- 
ized A. & de- 
partment. 

Mr. Cornett’s ex- 
perience in the field 
dates back to 1921, 
when he joined one 
of Loyal Protec- 
tive’s 





W. B. Cornett 
predecessor 

companies as an agent in Kentucky, , 
Rapidly establishing himself as a top 
producer by writing 1,088 A. & H. 


policies his first year, he opened a 
general agency for Loyal Protective jn 
Cincinnati four years later. 

In 1931, he was transferred to (Co- 
lumbus, O., as field director for a five. 
state area, later advancing to superin- 
tendent of agencies. He was transferred 
to Loyal Protective’s home office in 
1943 as vice-president in charge of 
agency organization. He was also a 
member of the board executive com- 
mittee. 

Mr. Cornett attended Eastern Ken- 
tucky State Teachers College and grad- 
uated from Lincoln Memorial Univer- 
sity at Harrogate, Tenn. He also studied 
law at Valparaiso University. 





Besides serving as president of the 
Ohio and International Assn. of A. & H. 
Underwriters he has been active in H. 
& A. Underwriters Conference. 


Effect of NSLI Changes 
Spreads Slowly in Field 


Many agents still haven’t learned that 
new issues of NSLI were terminated 
under the recent revisions in the serv- 
icemen’s insurance program, according 
to the insurance officer at a large vet- 
erans administration installation. At 
the same time that the gratuitous indem- 
nity bill was passed, Congress stopped 
all NSLI new business issues. 

VA has construed the new law to 
mean that it may not issue total dis- 
ability income benefits on existing poli- 
cies. It regards the disability provision 
as a separate contract and so not issu- 
able under the new law. 

To date there has been a fairly gen- 
eral apathy among veterans when in- 
formed of the effect of the new law. 

VA insurance offices outside Wash- 
ington have had few problems with the 
new bill. The armed services and VA 
headquarters at Washington have the 
principal burden in instituting the new 
system. Regional insurance personnel 
will have more work on it as claims are 
reported under the new plan. 


Fees for Lobbying Listed | 


WASHINGTON — Former _ Senator 
Scott W. Lucas of Illinois is shown 
on the latest reports under the lobby 
registration act as having received 
$1,250 during the first quarter of 1951 
from Acacia Mutual Life. 

The reports for the year 1950 indicate 
that Clem Whitaker and his wife, Leone 
Baxter, of Whitaker & Baxter, the 
Chicago public relations firm that 
handled the American Medical Assn.’s 
fight against national health insurance 
legislation, each received $50,000 and ex- 
penses. 











E. Paul Heimer, assistant superin- 
tendent in the purchasing and supply 
department of the Aetna Life com- 
panies, has passed his 45th anniversary 
with the organization. 
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She 
needs 
a 
pension, 
foo. 





Some of your clients are planning to retire on pensions provided by their 
employers. 


Remind these people that their wives are likely to survive them by five or ten 
years, particularly when the wife is younger than the husband. 


Most pensions stop with the employee’s death. Thus the wife is very likely to 
need some sort of pension for her own support. 


You can offer clients any one of several forms of Travelers Life insurance 
that provide for paid-up insurance at age 65. In this way the client can be sure that 
his wife will have an income in the event of the termination of his pension due to 


death. 


THE TRAVELERS INSURANCE COMPANY 


HARTFORD, CONNECTICUT 
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“| CAN'T HELP BUT BE PROUD OF .. 


and Proud to be Associated with, the 


PAN-AMERICAN 
LIFE 
INSURANCE 


COMPANY 





H. J. Durand 
Dynamo Club 1950-51 


President, 





It Provides Its Representatives 


* THE FINEST MERCHANDISE 


The Modified Three--The Six Star Special Juvenile Policy 
The Special Ordinary Life Preferred Risk Policy 


* A CAREER CONTRACT FOR CAREER MEN 
* UNEXCELLED HOME OFFICE SERVICE AND UNDERWRITING 


PLUS 


$10 per day hospitalization and $300 surgical group insurance 
added to our group life and pension programs for those of us 
who do an outstanding job—at no cost to us. 
Their continuous efforts give me better merchandise and service . . . 
help = me hoppy and prosperous... which, in turn, help the 
its ing growth and progress.” 
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For Information Address: 


CHARLES J. MESMAN 


Superintendent of Agencies 







CRAWFORD H. ELLIS 


President 


EDWARD G. SIMMONS 


Executive Vice-President 


PAN-AMERICAN 
LIFE INSURANCE CO. 


KENNETH D. HAMER 
Vice-President & Agency Director 


NEW ORLEANS, U.S.A. 








‘Camps Reelected 
‘Head of Research 
Agencies Group 


| M. L. Camps, 


| Hancock at New York, was elected 
chairman of Re- 
search Agencies 


Group for his third 
term at a meeting 
at Pocono Manor, 
Pa. 

Research Agen- 
cies Group is a se- 
lect organization of 
general agents and 





managers which 
has ‘been meeting 
since the middle 


1920’s once or twice 
a year. Membership 
is by invitation 
only. At the meet- 
ings, which are highly informal, some 
of the top agency*heads discuss with 
the greatest frankness management and 
institutional problems of the day. Two 
representatives of L.I.A.M.A. usually 
are invited to participate. 

At Pocono Manor Judd C. Benson, 
Union Central, Cincinnati, reported on 
“Building Agency Morale” and Harry 
Krueger, Northwestern Mutual, New 
York, discussed “The Market for Indi- 
vidual Policies Ten Years Hence.” Vari- 
Ous institutional questions also were dis- 
cussed. Charles J. Zimmerman, newly- 
elected managing director of L.I.A.M.A., 
called attention to the tremendous inter- 
est which the late John Marshall Hol- 
combe, Jr., had in this group and pointed 
out the value to the association of the 
ideas expressed in such meetings. L. S. 
Morrison, research consultant, also 
represented L.I.A.M.A. 

In attendance were: William A. Ar- 
nold, II, Penn Mutual, Harrisburg; Os- 
borne Bethea, Penn Mutual, New York; 
Charles W. Campbell, Prudential, New- 
ark; Truman H. Cummings, National 
Life of Vermont, Cleveland; William 
Eugene Hays, New England Mutual, 
Boston; John Hill, Aetna Life, Toledo; 
Halsey D. Josephson, Connecticut Mu- 
tual, New York; Albert W. Moore, New 
England Mutual, Philadelphia; Edward 
L. Reiley, Mutual Benefit, Philadelphia; 
McKinley H. Warren, Phoenix Mutual, 
Boston. 


Occidental Covers 10,000 
Chicago Construction Men 


Occidental Life of California is cov- 
ering 10,000 construction and general 
laborers in Chicago through their dis- 
trict council for group life, accidental 
death, dismemberment, weekly accident 
time loss, hospital and surgical benefits. 
Benefits are provided for occupational 
injury as well as non-occupational, sup- 
plementary to workmen’s compensation. 
The labor-management trustee agree- 
ment covers each member in good stand- 
ing of the local union who has worked 
at least 300 hours during the quarter 
prior to participation in the plan or 
900 hours during the previous 12 month 
period, if the worker’s employer is a 
contributor to the plan. 


M. L. Camps 








Beneficial Fetes Veterans 


Harry J. Syphus, general agent, and 
Mahonri Thomson, both of Salt Lake, 
were inducted into the Multi- millionaire 
Club of Beneficial Life at a banquet in 
Salt Lake. They were welcomed by 
Frank Mozley, past president of the 
organization, which is open to men with 
$2 million of life insurance in force with 
the company. Tributes were paid by 
Virgil H. Smith, vice-president of Ben- 
eficial Life, and ‘Ray Peterson, president 
of Pacific National Life. George G. 
Cannon, executive vice-president of Ben- 
eficial Life, presented gold watches to 
the pair. Mr. Thomson has been with 
the company since 1924 and Mr. 7. us 
| since 1927. Mr. Syphus is a N.A J 





————_., trustee. 


general agent for John 
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W.E. Lebby A.&H._ 
Man of the Year 


The A. & H. insurance “Oscar,” the 
Harold R. Gordon memorial award oj 
the Chicago Assn. of A. & H. Under. 
writers was presented to William E 
Lebby, California manager of Massa. 
chusetts Indemnity, at the meeting of 


International Assn. of A. & H. Under. 
writers at Dallas. 
The Harold Gordon award is pre 


sented annually to the person chosen 
by a committee of the Chicago associa. 
tion-as the one contributing the Most to 
the A. & H. business. The two previous 
awards have gone to E. H. O’Connor, 
managing director of Insurance Eco. 
nomics Society, and V. J. Skutt, presj- 
dent of Mutual H. & A. 

Mr. Lebby was one of the organizers 
of the International association, and at 
one time served as vice-president. He 
is a past president of Los Angeles 
A. & H. Managers Club; Southern Cali- 
fornia A. & H. Underwriters Assn. 
and of the California A. & H. Managers 
Assn.. He originated the idea of get- 
ting up a portfolio of sales ideas, publica- 
tion of which is almost completed. The 
association has promoted this plan and 
the portfolio is now one of its major 
projects. 

In accepting the award, Mr. Lebby 
recalled that it was Harold Gordon 
who got him his general agency con- 
tract with Massachusetts Indemnity and 
started him on his way in the A. & H, 
business. 





National L.&A. has purchased the Tu- 
lane hotel at Nashville, Tenn., for an 
approximate price of $850,000. 





CANCELLABLE 
COVERAGES 


NON 
AL XH. 


CHECK THESE SPECIFICATIONS 
VI. Accidental Bodily Injury Insuring Clause. 
V 2. "His Occupation” Definition of Total 
Disability. 
3. Non-aggregate coverage for as long as 
120 months or to age 65—House con- 
finement never required. 
4. Lifetime Accident if desired. 
5. Waiver of Premium after 90 days. 
6. Liberal Hospital and Surgical Benefits 
on an optional basis. 


7. Policies Guaranteed by one of America's 
oldest and largest Accident & Health 
writing companies. 


plus an outstanding 


pre-approach plan 








¢ Brokerage Business Invited « 


PROVIDENT LIFE AND ACCIDENT 


HSU AE OI, Hany 











“Never stayed there myself, but every 
traveler coming from Baltimore has 
something nice to say about The Lord 
’ Baltimore Hotel.” 
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Expect Bills to 
Provide Hospital 
Cover for the Aged 


The Truman administration, having 
been blocked so far in Congress on its 
health insurance plans, is apparently now 
going to push government hospitaliza- 
tion benefits for all on the social security 
rolls who are over 65. It is believed 


New VA Chief's Background 


Harold V. Sterling, the new VA as- 
sistant administrator for insurance, 
served under his retiring predecessor, 
Harold W. Breining, from 1934 to 1943 
as director of finance service of the VA. 
In this position he was responsible for 
premium accounts and insurance audits. 
Prior to that he had been with the 
VA as chief of rehabilitation division, 
chief of the standardization division and 
assistant administrator in charge of 
medical care. In 1943, he became direc- 
tor of the VA vocational rehabilitation 


and training program and became as- 
sistant administrator for vocational re- 
habilitation and education in 1945. He 
was a veteran of the first war. 





Can Finance Garage 


BOSTON—Gov. Dever of Massachu- 
setts has signed into law a bill permit- 
ting insurers domiciled in Massachusetts 
to invest reserve funds in the construc- 
tion of the proposed $12 million garage 
under Boston Commons. Under present 
law, insurers may not invest reserves 
in leaseholds running for less than 50 


9 





though the 


garage investment even 
is only for 


lease given by the city 
40 years. 

The legislation was recommended by 
the governor in a special message after 
earlier attempts to finance the garage 
bogged down. Opponents of the measure 
argued that insurance.companies would 
not invest in the project. 





Insurers General Agencies at San 
Francisco has been named general agent 
for Guaranty Union Life. George R. 
Wilmot has been appointed manager of 


that President Truman and Oscar R. 
Ewing, federal security administrator 
and originator of the plan, will press 
for it on the grounds that 65 years is 
the general cut-off age for voluntary 
hospital insurance plans. The Democrats 
may make this plan an important issue 
in the next political campaign. 


Message to Congress Expected 


It is believed in Washington that Pres- 
ident Truman will send a message to 
Congress recommending this govern- 
ment-paid hospitalization and that bills 
will then be introduced in both houses. 
The program would entitle those over 65 
to hospital care for a specified number 
of days each year. Evidently hospitals 
would not be forced to accept these 
people if beds were full. There are an 
estimated five to seven million aged who 
would fall within the category. Persons 
holding social security numbers and con- 
tinuing to work after 65 also would be 
covered. Such health insurance bills in 
the past have always specified adminis- 
tration through the social security 
system. 


New York C.L.U. Chapter 
Names Quarto President 


Pasquale A. Quarto was elected presi- 


dent of the New York C.L.U. chapter | 


at its annual meet- 
ing. Mr. Quarto, 
who is director of 
training for Life 
Underwriter Train- 
ing Council,  re- 
ceived his C.L.U. 
designation in 1943. 
He joined the 
Training Council 
when it was less 
than a year old and 
had an enrollment 
of only 133. stu- 
dents. In the next 
three years, Hf was 
mainly responsible 
for the development of the second year 
text material as well as the constant 
revision of the entire course. 

Roswell W. Corwin, New England 
Mutual, was named executive vice-presi- 
dent; Murray Rudberg, Metropolitan 
Life, public relations vice-president, and 
John T. Scott, Penn Mutual, educa- 
tional vice-president. Louis Loft, Home 
Life of New York, and Marion C. 
Morris, Companion Life, were reelected 
treasurer and secretary. 

Leroy Steinbeck, executive secretary 
of the American College, spoke at the 
luncheon. 





P. A. Quarto 








George Bowles, Virginia commissioner 
with Frank Sullivan of Kansas, the new 
N.A.I.C. president, at Swapscott meeting. 


service, administering the GI education 
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"Seeking a job that requires self-reliance came 
naturally to Fred. Since the tender age of 14 
he's been ‘on his own’ and has been providing 
his own steam ever since. And there is plenty of 
steam! 


"After 3% years in the Navy, Fred worked in 
various service stations. It was during this time 
that Fred began considering the prospect of sell- 
ing insurance as a career. 


"A serious accident which gave Fred a bad tem- 
porary facial disfigurement seemed a tragedy to 
us, but actually it was the turning point in our 
lives. Being full of pride, he became uncom- 
fortable in the presence of others. His decision 
to recuperate at a mountain retreat gave him 
many idle hours to think. Fred decided that he 


Organized 1880 


The Minnesota Mutual 
Life Insurance Company 


SAINT PAUL 1, MINNESOTA 








says 
Mrs. F. W. Palmer, Jr. 
Fresno, California 


could contribute best to the welfare of others by 
helping alleviate their problems of financial se- 
curity through selling life insurance. He had long 
talked of this, so it was natural that he should 
explore the field. 


"As his explorations progressed, | became keenly 
aware of an increasing feeling of exuberance 
within him and there was a return of his natural 
buoyant enthusiasm. Then one day Fred and | 
had an opportunity to hear Minnesota Mutual's 
"Organized Sales Presentation.’ When we heard 
the Success Bond Story we knew immediatel 

where our future lay. We realized that pranet 
this medium we could not only build successful 
futures for other people but at the same time 
build a happy and successful future for ourselves. 


"A million thanks to Minnesota Mutual for giv- 
be. = the happiness for which we've waited so 
ong i) 


Fred W. Palmer, Jr. joined The Minnesota Mutual in May 1950 
and his paid business through December of that year totalled 
$362,586. He is a member of the Company's "'M'' Club for 
persistency, having a renewal ratio of 92.5. Fred's exceptional 
selling ability is a result of using the Organized Sales Plan with 
the amazing Success-O-Graph*, the plan used exclusively by many 
Minnesota Mutualites. 


*reg. U. S. trademark 


THE MINNESOTA MUTUAL LIFE INSURANCE 
COMPANY 


Saint Paul |, Minnesota 


1 want to know how F. W. Palmer, Jr. does It. | may 
be interested. No obligation to me, of course. 





Name. 


Address. 








the agency’s life and group operations. 
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Insurance Cultivates Graduation Crop 


Putting together reports from botl 


the insurance companies and the schools, 
it would seem that this year the insur- 
its 
strongest bid for a share of the college 
Quite a few of the 
companies have assigned men to visiting 
the colleges, addressing seniors and in- 
terviewing those who might be interested 
too early 
to assess the results of this campaign- 
ing, but hopes are for a good crop of 
graduates to enter the insurance busi- 


ance business has been making 


manpower crop. 


in insurance careers. It is 


ness. 

Apparently the competition 
brighter young men 
tough as it ever was. 


this year is 


nical training and commercial and liberal 
arts school men are only slightly less 


for the 
as 
Industry has an 
insatiable need for graduates with tech- 


1 in demand. Seniors are able to be se- 
lective about jobs. Most employers are 
hiring men whether they are faced with 
a term in the service or not. 

The shortage of personnel has forced 
some of the insurance people to go 
into action on the campuses, where they 
had never felt this necessary before. 
It is to be hoped that these com- 
panies will continue the custom even if 
the shortages abate. 

The important institution of insur- 
ance calls for as many men of caliber 
as it can get. By no means are all of 
the good men equipped with college 
diplomas, but increasing numbers of 
young people are going to college and 


the logical spot for prospecting by 
insurance companies is the _ college 
campus. 


Activity and Accomplishment 


Some people seem to think that the 
number of hours they employ at their 
task is all important. There is nothing 
gained in skimping time or cutting 
corners. However, it is far more im- 
portant to center one’s entire ability 


and thought on what he is doing than 
endeavoring to stretch out the time he 
is engaged in a special task. Concentra- 
tion is all important. There is a dif- 
ference between activity and accomplish- 
ment. 


Tribute to a Career Insurance Man 


Members of the Persons agency in 
Chicago held a luncheon in honor of one 
of tkeir colleagues, who has been with 
Mutual Life for 35 consecutive years. 
Anyone who knows the subject of that 
celebration, Nathan H. Weiss, would 
know that he would be the last one to 
make a fuss over the occasion. Yet his 
associates sensed the importance of the 
event and Nate Weiss. 

Nate regards himself as proof that an 
average man can be a solid success as a 
life insurance agent. He began his busi- 
ness life with a limited education, from 
a formal standpoint, but as his life 
progressed he never missed a chance to 
improve himself. He was always an 
ardent reader in the field of life insur- 
ance and in many other fields of intel- 
lectual stimulation. He gained increas- 
ing power and confidence in his ability 
to express himself and in recent years 
has become a speaker well known in 
life insurance groups around the coun- 
try. Early in his career, he was struck 
with the value of association member- 
ship and has been an active member of 
the Chicago Assn. of Life Underwriters 
and a regular attendant at national and 
state conventions. 

Yet mere recital of biographical facts 


will not get across the essence of Nate 
Weiss. True, he was never one of the 
biggest producers in the country, nor 
one who would attract particular atten- 
tion. He was proud of his production, 
however, and quietly plugged away to 
qualify for 35 consecutive times for the 
field club of his company. He became 
a member and then chairman of the 
Illinois Quarter Million Dollar Round 
Table. Production credits and friends 
have piled up for Nate Weiss and at this 
stage he is still actively servicing 2,500 
policyholders with a total amount of in- 
surance in force well in excess of $12 
million. 

There is the vital statistic, the 2,500 
policyholders. Whatever Nate thinks of 
himself and whatever position he holds 
among the life insurance salesmen of 
the nation don’t count. What does count 
is that for 2,500 of his fellow citizens, 
Nate Weiss is the best life insurance 
man in the United States. He has 
proved to them, over many long years, 
that he is the man most suited to fill the 
specific role of life insurance counselor 
for them. He is in a long-term business 
and has obviously evoked a long-term 
sense of confidence among his clients. 

The feats of men like Nate Weiss too 


often go unnoticed. Working quietly 


and conscientiously: away at the job of 


being a champion to their clients, men 
like Nate are the backbone of the life 
insurance business. Their rewards are 
many. Like Nate, these men earn good 
living, and many, like Nate, have sent 


——— 


children through college. They have the 
inestimable satisfaction of knowing 
when looking back on their careers, that 
they have been instrumental in Providing 
for their many fellow citizens the king 
of independence that makes it worth. 
while to be in America. 








PERSONAL SIDE 


OF THE BUSINESS 





M. J. Harrison, former Arkansas com- 
missioner and now prominent insurance 
attorney of Little ‘Rock, missed his first 
insurance commissioners, meeting in 
many years. His daughter, Mrs. Mildred 
Calhoun of Little Rock had just made 
him a grandfather for the first time. 

Ray Parker, head of Parker-Allston 
Associates, the insurance advertising 
agency, is serving on the New York 
grand jury which is investigating the tax 
assessment scandal there. 

L. C. Mascotte, manager of the life 
department of W. S. O’Rourke & Co., 
Fort Wayne, Ind., named Lincoln Na- 
tional Life’s agent of the year for 1950, 
was presented an engrossed honor 
scroll and an engraved medal at a 
luncheon there by Cecil F. Cross, vice- 
president and director of agencies. The 
designation was based not only on total 
volume of business produced but also on 
other quality factors. His name _ has 
been engraved on the lobby wall of the 
home office building. 

F. P. Rockwell, chief supervisor of 
the life, accident and group claim de- 
partment, retired from the home office 
of Travelers after 47 years with the 
company. 

Kenneth M. Reed, director of pur- 
chases for Mutual Benefit Life, was 
elected chairman of the banking and 
insurance group at the convention of 
National Assn. of Purchasing Agents 
at New York. 

James L. Madden, vice-president of 
Metropolitan Life, and acting chancellor 
of New York University, was the prin- 
cipal speaker at the school’s June com- 
mencement ceremony. 

Jean Marie Matzick of the auditor’s 
division of Equitable Society placed 
second in a beauty contest for business 
office girls in New York City. 

William King, Fidelity Mutual, St- 
Louis, newly elected first vice-president 
of Missouri Assn. of Life Underwriters, 
observed a double anniversary June 11. 
It was his 10th anniversary with Fidel- 
ity Mutual and also the 21st anniversary 
of his entry into life insurance. 

Lewis W. Douglas, former ambassa- 
dor to England, who recently returned 
to Mutual Life as chairman, has re- 
ceived two awards. Baron Robert Sil- 
vercruys, Belgian ambassador to the 
United States, presented him the grand 
cross of the order of the crown of 
Belgium for his “services to peace and 
to western Europe’s rehabilitation and 
preparations to defend freedom.” He 
also was awarded an honorary LL.D. by 
Columbia University. 

Some 600 friends gathered at Hinsdale 
Golf Club, Hinsdale, Ill., Monday eve- 
ning to greet Wade Fetzer, chairman of 
W. A. Alexander & Co., Chicago, and 
Mrs. Fetzer, on their 50th wedding an- 


niversary. Both Mr. and Mrs. Fetzer 
stood up well under the physical exer- 
tion of greeting so many persons over a 
three-hour period because of the warmth 
of their affection for the entire group, 

There was a warm-up gathering of 
the Fetzer family Sunday which num- 
bered 28 children, grandchildren and 
great-grandchildren. Later that day 
John H. Sherman, head of the life de. 
partment of W. A. Alexander, and son- 
in-law of Mr. and Mrs. Fetzer, was 
taken to Hinsdale Sanitarium for an 
emergency appendectomy. He is mak- 
ing a normal recovery. 


S. F. J. Trabue, director of training 
and public relations of Commonwealth 
Life, has been elected a director of Ad- 
vertising Club of Louisville. 


Powell B. McHaney, president of 
General American Life, has been elected 
president of the board of curators of 
the University of Missouri. Mr. Me. 
Haney, a Missouri University graduate 
and active in its affairs since 1925, has 
been a member of the board since last 
February. 


At the commencement of Miami Uni- 
versity at Oxford, O., Superintendent 
Robinson of Ohio ‘was presented a 
Bishop Alumni Medal in recognition of 
meritorious public service. His long 
service to ‘the public through his con- 
nection with the Ohio department was 
emphasized. Mr. Robinson was a mem- 
ber of the class of.1900. The medal 
bears the likeness of Robert Hamilton 
Bishop, first president of Miami. 


A. A. Hoehling, former eastern life 
insurance editor for THE NATIONAL 
UNDERWRITER, has gone with Trans 
World Airlines as production manager 
in the public relations department. 


Harry D. Haigler, manager for Life 
of Virginia at Florence, S. C., has been 
elected governor of the 18th (Carolinas) 
district of Optimist International. 

Raymond A. DuFour, general agent of 
Pacific Mutual at Washington, has been 
elected president of the Catholic Youth 
Organization in the archdiocese of 
Washington. 








To Air Insurance Story 


A short-wave radio program featuring 
employes of New England Mutual Life 
will be broadcast from station WRUL 
to Europe and South America this sum- 
mer. Designed to interpret America to 
those continents, the program will con- 
sist of a series of on-the-spot interviews 
recorded at employes’ desks. 

Employes chosen will explain how the 
operation of mutual life insurance ex- 
emplifies and strengthens the ideals of 
freedom, cooperation, and individual 
resourcefulness. The conversations will 
be entirely spontaneous. 
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LIF LIFE COMPANIES 1950 RANKINGS 


(CONTINUED FROM PAGE 2) 














ife & Casualty........ 23,944,487 
4) ene City Life 23,345,332 
51 Home Life, N. Y... 23,148,158 
52 Crown Life 22,514,510 
53 Fidelity Mutual ....... 21,471,361 
54 Monumental, Md. ...... 20,132,914 
55 Pan-American .......- 18,932,966 
56 Washington Nat. ...... 17,877,867 
57 Minn. Mutual ......... 17,766,031 
58 Imperial, Canada ..... 17,588,035 
59 General American ..... 17,446,029 
60 North Amer., Canada... 16,610,609 
61 Home Beneficial, Va.. 16,339,411 
62 Gulf, Fla. .....sscceces 16,146,883 
63 Peoples, BRU O@eu es. weg.«e a 14,379,974 
64 Cal.-Western States 13,753,528 
65 Pilot, N. C...-ccccccese 13,656,863 
66 Great Southern ....... 13,405,482 
67 Commonwealth, Ky. 12,490,560 
68 Ohio National ........ 12,336,314 
69 Mutual Trust, Ill....... 12,261,252 
70 Business Men’s ....... 12,192,480 
71 Southland Life ........ 12,188,708 
72 Dominion Life ........ 12,125,264 
We PAnerty, GS. Cocecccecees 11,810,096 
74 Berkshire Life ........ 11,544,407 
75 State Farm, IIll........ 10,582/304 
76 Manhattan Life, N. Y... 10,437,982 
77 Savings Bank, Mass... 10,223,674 
ae OU. &, Gete, Te Mens cesc 10,051,040 
79 Equitable, D, C........ 9,925,961 
80 American United, Ind... 9,836,4 
$1 Provident L. & ). ee 9,822,086 
g2 Country Life, Ill....... 9,536,998 
83 Union Mutual, Me...... 9,503,819 
84 Knights Life, Pa....... 9,183,244 
85 Independ. L. & A., Fla.. 9,100,418 
86 Security Mutual, N. Y.. 8,695,971 
87 Home Life, Pa.. ae 8,399,850 
88 Sun Life, Md...... 8,391,753 
89 Interstate L & A 8,282,837 
90 Guarantee Mutual, Neb. 8,184,917 
91 Columbian Nat., Mass 8,131,736 
92 Colonial Life, N. J 8,047,436 
93 Columbus Mutual 8,029,035 
94 Central, Iowa .........- 7,991,529 
95 Boston Mutual......... 7,853,099 
96 Farm Bureau, Ohio.... 7,795,527 
97 Shenandoah ........... 7,706,715 
98 Protective, Ala. ....... 7,232,305 
99 Continental Amer. 7,207,276 
100 Excelsior, Canada ..... 7,158,386 


INSURANCE PAID FOR 


(Including amount issued, reinsured, re- 
vived, ee and additions to policies 


dividends) 
1 Metropoliten Van ceraué 5,196,285,426 
2 Prudential ............ 4,529,582,844 
3 Equitable, N. Y......... 2,074,902,868 
4 John Hancock ........ 1,620,726,425 
§ Aetna Life ........... 1,547,391,507 
6 TravelerS ......ccccceee 1,337,221,357 
7 New York Life........ 1,092,636,726 
8 Occidental, Cal. ....... 787,970,673 
9 Lincoln National ...... 737,850,632 
10 National Sf ALES 600, 881,199 
11 Conn. General ........ 565,137,454 
12 Sun, Canada .......... 518,452,355 
13 N. W. Mutual.......... . 482,977,259 
14 American National .... 464,808,278 
15 Life of Georgia........ 450,822,787 
16 Old Republic Credit.... 433,578,541 
17 Continental Assur. .. 05,116,122 
18 London Life .......... 99,118,928 
19 Mass. Mutual ......... 356,891,845 
20 Southland Life ........ 305,923,216 
21 Mutual Life, N. Y...... 304,417,273 
22 New England Mutual... 296,813,438 
23 Penn Mutual .......... 285,127,397 
24 Independ. L. & A., Fla.. 280,904,855 
25 Provident L. & A....... 280,414,360 
26 Mutual Benefit, N. J.... 256,512,852 
27 Western & Southern... 249,323,861 








28 General American . 247,139,747 
29 Franklin Life ... 245,405,480 
30 Conn. Mutual ... 244 953,367 
31 Life of ee 226,358,756 
32 Great-West ..... 213,032,248 
33 Cuna Mutual, wi 212,626,319 
34 Bankers, Ia Ze 204,088,807 
35 State Mutual, “Mass 193,110,454 
36 U. 8. Life, N. Y......... 182,701,732 
ST Credit’ Lite... ..¢5c00 180,510,860 
38 Bankers meee te, N. Y. 176,089,227 
39 Pacific Mutual ........ 17 5,378,830 
40 Manufacturers ........ 173,970,341 
41 Acacia Mutual ........ 170,399,404 
42 N. W. National......... 170,316,381 
43 Canets, ae ma aele: facet ace 169,484,390 
CS A” ae eee 167,715,174 
45 Washington Nats .....: 165,085,480 
46 United Benefit, Neb..... 163,835,491 
47 Crown Life ........... 158,013,468 
48 Life & Casualty........ 150,411,691 
49 Liberty National ...... 145,213,630 
50 Interstate L. & A...... 144,610,660 
51 Home Beneficial, Va. 143,991,594 
52 Minn. Mutual ......... 143,843,323 
53 Confederation Life ... 143,749,541 
54 Jefferson Standard .... 134,469,499 
55 Union Labor, N. Y...... 134,223,125 
56 Cal.-Western States ... 133,297,072 
SP EMOt SE I. Oe ooo ans 5 cc cc 126,013,094 
58 National EAL, Vib. ccc 122,688,000 
59 Mutual Life. Can....... 120,468,273 
60 Home Life, N. Y........ 118,578,851 
61 Union Central .......2! 117,101,457 
62 Provident Mutual ..... 116,253,965 
63 Southwestern ......... 115,186,624 
64 Equitable. Ta. ......... 115,107,551 
65 Business Men’s ........ 113,423,281 
GG Bibevty. Se Cro. oes. 5 ne 111,536,199 
67 Kansas Citv Life...... 108,679,661 
68 Guardian, N. Y......... 106,548,439 
69 Farm Bureau, Ohio 105,835,006 
70 Phoenix Mutual ....... 103,427,930 
71 Pan-American ........ 103,026,528 
72 Reliance Life. Pa...... 101,878,093 
73 State Farm, TIl......... 101,055,969 
14 Peoples; D. Cos c. cs ses 99,641,729 
75 Commonwealth, a7: 97.630.952 
76 Securitv L. & T........ 96,974,530 
77 A. Reassurance: 96,773,400 
78 United Ins., Tll......... 88,116,168 
79 Monumental Life. Md.. 81,070,859 





80 Imperial, ora Secs 77,935,280 
81 Pyramid, N. 76,930,819 
82 State Cankiel, Baca 75,024,641 
83 North Amer., Canada... 74,904,988 
84 Quaker City, Pa........ 74,228,859 
85 Ohio National ......... 73,948,629 
86 American United, Ind... 72,104,171 
87 Great Southern ....... 71,156,429 
88 Fidelity Mutual ....... 70,889,208 
89 Bankers L. & C........ 68,524,498 
90 Union Mutual, Me...... 66,076,670 
91 Carolina Life ......... 65,498,034 
92 N. Carolina Mut........ 65,335,567 
93 Security Mutual, N. Y.. 61,458,423 
94 Dominion Life ........ 60,794,484 
95 Protective, Ala. ....... 60,709,087 
96 Knights Life, , ae 0,635,947 
97 Benefit A. of Ry. Emp. 59,500,304 
98 Southern L. & H....... 59,445,452 
99 Texas Prudential ...... 59,238,498 
100 Ky. Central L. & 59,200,263 








DEATHS 


J. EDGAR JEFFERY, chairman of 
London Life of Canada, died at 81 after 
a long illness. Mr. Jeffery was the son 
of the first president of London Life 
and had been with the company since his 
appointment as its solicitor in 1892. He 
was senior partner in the law firm of 
Jeffery & Jeffery, and was elected to 
the board of London Life in 1918. He 
was named president in 1932 and chair- 
man in 1948. 

GAY GREEN, 81, president of Im- 
perial Life of North Carolina, died at 
his home at Asheville. Mr. Green and 
four associates founded Imperial in 
1902. 

MORRIS E. SMITH, 79, who retired 
in 1938 froma position in the controller’s 
office at New York Life after 50 years’ 
service, died at his home at Verona, 





JOHN T. AYERS, staff manager for 
Prudential at Wilkes- Barre, Pa., died 
after an illness of three months. 

Cc. M. BURNS, fraternal deputy of the 
Washington insurance department, died 
of a heart attack at his home at Seattle. 
Before joining the department in 1950 
he had been state manager of Maccabees 
for 16 years, having been transferred 
to that state from Michigan. He was a 
past president of Washington State Fra- 
ternal Congress, and was secretary of 
the congress at the time of his death. 

H. 0. HARWELL, 36, agent for Mutual 
Benefit Life at Los "Angeles, died in 
Good Samaritan hospital there of a brain 
tumor. Mr. Harwell had entered the 
business with Mutual Benefit in Los An- 
geles in 1939. He served in the navy. 
He was a member of the Million Dollar 
Round Table during 1959. 


OBSERVATIONS 








became the western superintendent of 
agencies for the company at Chicago. 
He was fascinated by the idea of mass 
insurance at low cost and negotiations 
with Montgomery Ward were reopened. 
In the midst of the negotiations an 
Equitable director, Eugenius M. Outer- 
bridge, was so impressed with the plan 
that he “jumped the gun” on the Mont- 
gomery Ward group and took out the 
coverage for the 121 employes of the 
Pantasote Leather Co. 


Jolson 64 Question 


There is some question that the late 
entertainer, Al Jolson, was the generally 
quoted age 64 at his death. There is 
some evidence that the mammy singer 
was 70. On the basis of age 64, his 
life insurance policies would pay $400,- 
000. If he is found to have been 70, the 
pay-off would be only $78,000, because 
Mr. Jolson should have paid that much 
additional in premium at the more ad- 
vanced age. 


Equitable Covered Miss Brice 


The late comedienne, Fanny Brice, 
was insured for $207,750 in Equitable 
Society. Her beneficiary will draw this 
amount plus dividend accumulation on 
four single premium retirement annuity 
contracts and a 20-payment life policy, 
all issued between 1934 and 1936. 





Commissioner Terry of Utah with Robert 
E. Dineen, vice-president of Northwestern 
Mutual Life, at insurance commissioners 
gathering. 





Ill. Federation Moves 


The headquarters of Insurance Fed- 
eration of Illinois are being moved on 
July 1 to new offices in the U. S. F. & G. 
building at 166 West Jackson boulevard. 
Mrs. Lillian Herring is the executive 
secretary and treasurer. 
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Provident L. & A. Sews Policies 


The accident department of Provident 
Life & Acident employs the conven- 
tional electric sewing machine to fasten 
enclosures into policies. Instead of glu- 
ing enclosures into the policy as was 
formerly done, a few stitches on the 
sewing machine fasten together the pol- 
icy, the photostatic copy of the original 
application and all the optional endorse- 
ments. 


Group Life Held 40 Years Old 


Group insurance was 40 years old on 
June 1, according to the calculations of 
Equitable Society, a pioneer group in- 
surer. Equitable Society recounts that 
four decades ago the first group life in- 
surance case for $87,030, without medi- 
cal examination and at record low cost, 
was granted to the Pantasote Leather 
Co. of Passaic, N. J. This policy resulted 
from inquiries which had been made by 
Montgomery Ward of Chicago, soon af- 
terward ripened into $6 million of group 
life for the Chicago mail order house. 

The desire of the Montgomery Ward 
executives for some form of mass cover- 
age that would be better than the intra- 
company welfare benefit societies led 
Equitable Society and several of the 
other large companies to begin an actu- 
arial examination of the problem. As 
Equitable tells it, the Montgomery Ward 
idea received a new lease on life when 
in 1911 William J. Graham, an actuary, 
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LIFE AGENCY CHANGES 


claims adjuster. After war service he 
returned as a personal producer. Before 
joining Paul Revere in 1950, he had 





Mason, Wise District Group 
Supervisors for Travelers 


Fred L. Mason, regional group super- 
visor of Travelers at Boston since 1947, 
has been appointed district group super- 
visor at Portland, Me. William M. Wise, 


been brokerage manager for Massachu- 
setts Indemnity at Philadelphia. 


A. D. Anderson Occidental’s 
San Antonio General Agent 


A. D. Anderson has been appointed 
general agent at San Antonio for Occi- 
dental Life of California. He has served 
as home office supervisor in Texas with 
offices at San Antonio for five years. | 

He joined Occidental in 1940 as acci- 
dent and sickness division manager for 


Baltimore in 1925, and assistant man- 
ager at Chicago in 1929. He went to 
‘Rochester, N. Y., as manager in 1936. 
Mr. Wise joined Travelers as group 
assistant at Boston in 1942. After navy 
service he was appointed group super- 
visor in 1946 and then assistant district 
group supervisor. 
Raymond J. 





Regan has been ap- 
pointed group supervisor at Philadel- 
phia and William D. Shaw, Jr., at 
Columbus. New field supervisors are: 
Malcolm R. Schuler, 42nd ‘street, New 
York; Randolph M. Roberts, Dallas; 





and Duncan M. Stewart, 
B 


Jr., field supervisor at Newark, 








Barr to Philadelphia Post 


Fred L. 


Ww. W. Mason 


Wise, Jr. 


Jr., takes a similar post at Newark. He 
has been assistant group supervisor 
at Boston. 

Mr. Mason is a veteran of 31 years 
with Travelers, starting at Philadelphia 
in 1920. In 1923 he was made assistant 
manager there, became manager at 


for Paul Revere Life. He has served 
in a similar capacity at Cleveland. He 
succeeds John O. Bogardus, who will 
open a new general agency for Paul 
Revere and Massachusetts Protective at 
Hartford next month. 

Mr. Barr entered the business as a 





In a series of advertisements outlining advantages enjoyed 
by field underwriters of the Equitable Life of lowa 
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SUCCESS 


I ield underwriters of the Equitable Life 
of lowa are expertly trained. New associates are 
enrolled in a combined study and field project 
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Office School. Then follow two Intermediate Train- 
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ance fundamentals and programming. Cooperation 
‘is given eligible associates in their attainment of the 
Chartered Life Underwriter designation. Continu- 
ous personal supervision is given to the training 
progress of all recruits. 
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William W. Devine, Jr.. New Orleans, 
Vancouver, 


Henry Howard, II, assistant manager 
at Los Angeles, and Charles A. Donze, 
have 
been granted military leaves of absence. 


William Barr, Jr., has been named 
as brokerage manager at Philadelphia 


the midwest, supervising Illinois, Min- 
nesota, Indiana, Ohio and Michigan, 
from Chicago. In 1942 he was called to 
the home office as accident and sickness 
superintendent. He simplified and_re- 
organized Occidental’s accident and sick- 
ness program, including a complete re- 
vision of the rate book. In 1942-1943 the 
amount of ordinary A. & H. premiums 
in force almost doubled. In 1945 he 
became manager at Minneapolis and 
in 1946 was assigned to Texas as home 
office supervisor. 

Mr. Anderson had more than 20 
years’ experience, mainly in the A. & H. 
field. He started with Travelers and 
later was with Commercial Casualty and 
for nine years with Continental Casu- 
alty. He was assistant superintendent of 
agencies of the commercial A. & H. de- 
partment at the home office and A. & H. 
manager of Continental’s Chicago 
branch. He served as president of Chi- 
cago A. & H. Assn. and vice-president 
of the National association. His son, A. 
Douglas Anderson, Jr., is an Occidental 
agent at Chicago. 


Addis to Pan-American 


Pan-American Life has appointed 
Frank R. Addis general agent at Tex- 
arkana. 

Mr. Addis entered the business with 
Jefferson Standard Life in 1946 at Fort 
Smith, Ark., becoming district manager 
there in 1949. He is a navy veteran. 





Bandy to Indianapolis Post 


Reserve Life of Texas has appointed 
Jesse J. Bandy manager at Indianapolis 
succeeding Carl L. Williamson, who has 
been named Alabama manager. Mr. 
— has been manager at Columbus, 
nd. 


Yaegers Named Associate 


Ohio National Life has appointed 
Wilbert I. Yaegers associate general 
agent of the T. W. Strange agency 
at Cincinnati. He attended St. Xavier 
and Cincinnati Universities and has been 
in insurance work 26 years. Starting at 
Cincinnati with Mutual Life as a clerk, 
he later became an agent and then as- 
sistant manager. 


Berkshire Names Ziluca 


Lucas F. Ziluca has been appointed 
general agent of a new Westchester 
county agency of Berkshire Life, with 
offices at White Plains, N. Y. He en- 
tered life insurance in 1945 as an agent 
and three years later was appointed as- 
sistant general agent. 





Minnesota Mutual has shifted Donald 
H. Dunham, regional group representa- 
tive at Washington, D. C., to Atlanta in 
the same capacity. 





Fred N. Kell- 
meyer, whose ap- 
pointment as gen- 
eral agent for Penn 
Mutual at Charles- 
ton, Va., was 
reported in a recent 
issue, has been 
with the company 
at Pittsburgh since 
1938. 





ACCIDENT 


Milwaukee A. & H. Group _ 
Names Raisbeck President 


MILWAUKEE — Clifford C. Rais. 
beck, general agent Washington Na. 
tional, has been elected president oj 
A. & H. Underwriters of Milwaukee to 
succeed A. H. Siegner, Business Men’s 
Assurance. Thomas E. Callahan, Time, 
and Robert G. Morris, Loyal Protective 
are vice-presidents; Maurice G. Olson 
Continental Casualty, treasurer, and Leo 
E. Packard, Continental Casualty, sec. 
retary for the 15th time. 

New directors are J. H. Doolan, Loy- 
alty group; S. L. Horman, Time; W. E. 
Thayer, Federal Casualty; Verne ¢ 
Stafford, New York Life; Elmer 0. 
Hammer, North American Life & Casy. 
alty; Leonard G. Kramer, Continental 
Assurance; Edwin G. Hoffmann, John 
Hancock Mutual, and Ambrose Mc. 
Ghee, Illinois Mutual Casualty. Mem. 
bership, with an increase of 30%, js 
now at an all-time high. 

Albert L. Anderson, Massachusetts 
Protective, president of the state asso- 
ciation, reported two new locals are 
now functioning at Green Bay, with W. 
H. Hanrahan, Security Mutual, as presi- 
dent, and Eau Claire, where Spencer A, 
Burk, Continental Casualty, is president. 
Progress was reported in organizing 
locals in two other cities. 








Benefits Under California 
UCD Law Are Increased 


A bill amending California’s unem- 
ployment compensation disability law, 
which represents a compromise between 
labor and management groups, has been 
signed by Governor Warren. It in- 
creases the maximum weekly disability 
insurance benefits from $25 to $30. 

The bill also provides that a disabled 
individual, when hospitalized, is entitled 
to benefits even though he continues to 
receive his regular wage. He is not 
entitled to hospital benefits, however, 
if he is covered under the workmen’s 
compensation law or employers liability. 

A “presumption of ineligibility” is 
created as to individuals who have left 
work because of a labor dispute, although 
benefits may be paid if it is established 
that the disability was the result of an 
accident or that it required hospitaliza- 
tion, and that it did not result from a 
labor dispute. 

The measure provides that where 85% 
of the employes have consented to a 
voluntary plan, the plan may be made 
applicable to all employes on the re- 
quest of either the employer or 75% 
of the consenting employes. In such 
case, any employe may reject the plan, 
and new employes may reject it at the 
time they are hired. 





Cosburn Ontario President 


Allan Cosburn, Occidental Life, has 
been elected president of Ontario Assn. 
of A. & H. Underwriters. First vice- 
president is John Ingles, Canada Health; 
second vice-president, Hubert Harris, 
Paul Revere Life; secretary, Peter Con- 
nolly, Canada Health. 


Newton Richmond President 


Richmond (Va.) Assn. of A. & H. Un- 
derwriters has elected J. K. M. Newton, 
London & Lancashire Indemnity, pres- 
ident; E, Rollinson, Washington 
National, vice-president; Peter R. W 
Roughton, North America Assurance, 
secretary, and Nathan Metzger, Union 
Mutual Life, treasurer. 








Madden, Conarroe Renamed 


James L. Madden, 2nd vice-president 
of Metropolitan Life, has been reelected 
chairman of the finance committee and 
treasurer of American Management 
Assn., and E. H. Conarroe, associate 
manager of policyholders’ service bureau 
of Metropolitan, has been reelected vice- 
president, office management division. 
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SALES MEETS 


——< 


Berkshire to Hold 
Centennial Sales 
Meet Next Week 


Berkshire Life, which last month cele- 
brated its 100th anniversary with cere- 
monies in its home city of Pittsfield, 
will hold its 100th anniversary conven- 
tion June 19-22 at nearby Stockbridge, 
Mass. More than 250 field men from 
the 22 states in which the company 
operates have qualified. 

Principal speakers will include Com- 
missioner Sullivan of Massachusetts and 
President Holgar J. Johnson of the 
Institute of Life Insurance. 

The company’s new 1951 portfolio of 
life contracts for adults and juveniles, 
and its A. & H. and _ hospitalization 
plans will be introduced at the confer- 
ence. Hiram S. Hart, superintendent of 
agencies, is convention chairman and 
Stanley C. Newton, assistant superin- 
tendent of agencjes, has charge of ar- 
rangements. 

The program includes business meet- 
ings, conferences by the Berkshire’s 
general agents’ association, and a num- 
ber of entertainment features. Special 
programs have been arranged for the 
wives who will attend. 

An unusual feature, developed by Mr. 
Hart, will be a large velvet pad demon- 
stration board with which the speakers 
will give visual presentations. Against 
the dark velvet background, colorful 
charts, displays, cartoons, and other 
material will stand out vividly, and can 
be quickly placed in position and re- 
moved. 


Lincoln National to Hold 
Congress at Bretton Woods 


With the first of Lincoln National 
Life’s two sales congresses scheduled 
for next week at Bretton Woods, N. H., 
President A. J. McAndless announces a 
16% increase in the number of conven- 
tion club qualifiers. More than 200 top- 
ranking sales representatives and com- 
pany Officials will attentl the Bretton 
Woods meeting. The program will in- 
clude sales clinics and the recognition of 
the company’s production leaders. 

Talks will be given by W. O. Menge, 
first vice-president; Cecil F. Cross, vice- 
president and director of agencies: H. J. 
Shaffer, second vice-president and man- 
ager of agencies; Henry F. Rood, sec- 
ond vice-president and actuary ordinary 
department; T. A. Watson, group sales 
manager; Dr. Louis A. Warren, director 
of Lincoln National Life Foundation; 
Frank J. Mellinger and James W. Rand, 
Lincoln National agents at South Bend, 
Ind., and Washington, D. C., respec- 
tively; Sadler Hayes, Penn Mutual, New 
York, and Lewis W. Chapman, 
L.I.A.M.A. director of company rela- 
tions. 

Mr. Cross, Mr. Shaffer, and W. T. 
Plogsterth, director of field service, will 
preside at the business sessions. 


Three Meetings This Month 
for Aetna Regionnaires 


Leading representatives of Aetna Life 
throughout the United States and Can- 
ada will meet this month at a series of 
three regional conferences for the 1951 
Corps of Regionnaires. The western re- 
gional meeting will open June 17 at 
Santa Barbara, Cal. Two conferences for 
Regionnaires in the eastern and central 
sections will be held at the Lake George 
Sagamore, Bolton Landing, N.Y., June 
24-27 and June 28-July 1. 

Morgan B. Brainard, Aetna Life presi- 
dent; Commissioner Allyn of Connecti- 
cut and Superintendent Bohlinger of 
New York will be among the speakers 
at the Lake George Sagamore meetings. 
Commissioner Maloney of 











and Charles A. Spoerl, financial secre- 
tary and assistant treasurer of Aetna 
Life, will speak at the Santa Barbara 


conference. 


Addressess by R. B. Coolidge, vice- 
president, and three other home office 
officials, 12 Aetna Life salesmen and 
three group department managers will 
complete the speaking program at the 
three conferences. 

In addition to the Regionnaires, the 
meetings will be attended by all Aetna 
Life general agents and by delegates 
from the home office. The regular busi- 
ness sessions will be supplemented with 
a program of recreational activities. 


Carl Jacobs New Chairman 


Carl N. Jacobs, president of Hard- 
ware Mutual Casualty of Stevens Point, 
Wis., has been appointed chairman of 
the insurance committee of U. S. Cham- 
ber of Commerce. He succeeds Frank 
H. Thomas, president of Fire Associa- 
tion, who remains as a member of the 
committee. 

Newly appointed members of the 
insurance committee include John D. 
Marsh, general agent of Lincoln Na- 
tional Life at Washington, and a trustee 
of N.A.L.U., and John P. Stock, presi- 





National Fraternal Congress. Among 
those reappointed to the committee were 
J. Harry LaBrum, Philadelphia lawyer; 
Laurence F. Lee, president of Penin- 
sular Life; Ralph C. Price of Greens- 
boro; Frank P. Samford, president of 
Liberty National Life and Harold M. 
Stewart, executive vice-president of 
Prudential. ; 

A. L. Kirkpatrick, manager of the 
insurance department, continues to serve 
as secretary of the committee. 





_ Victor Chemical Works of Chicago is 
increasing its borrowings from Equitable 


of Maccabees and president of 


Society from $5 million to $9 million. 








JOSEPH E. HARVEY 


a Franklinite on 
March 30, 1950. 
One year later, with no 


he had made 75 sales 

for a total of $483,412 
(face amount). His 
average sale was 
$6,445.49. 

His average commission 
per sale was $174.12. 


$13,058.75 
(Deferred commissions 


not included.) 


“exclusive.” 








California 





Joseph E. Harvey became 


previous sales experience, 


Total first year earnings: 


Every sale was a Franklin 


Over $13,000 First Year Earnings 
My Only Investment ...Time 


April 7, 1951 
Mr, Chas. E. Becker, President 
The Franklin Life Insurance Company 
Springfield, Illinois 
Dear Mr. Becker: 

Since signing my contract March 30th last year 
with our wonderful Company, I have been, in com- 
parison with my previous profession, on somewhat 
of a “vacation.” Gone are the tediously long hours, 
the financial limitations, and the lack of promotional 
opportunities that existed in a fine position in one 
of the largest corporations in the world. 

The key to my so-called “vacation” with cash com- 
mission earnings of over $13,000 in my first year is 
without a question our exclusive contract ... the 
President’s Protective Investment Plan. As you 
probably know, prior to the inception of my Frank- 
lin career, I had no experience in the field of selling; 
and my knowledge of the insurance business was 
quite negligible. 

However, even though all of my work has been 
“cold canvass,” the highly attractive and amazing 
PPIP has provided an almost unbelievable ratio of 
sales to contacts. By presenting this exclusive pro- 
gram I was able to realize an early and handsome 
financial return from my one investment . . . time. 

I am truly appreciative, Mr. Becker, for my intro- 
duction to The Franklin Life .. . and the wonderful 
cooperation and assistance extended to me by my 
associates in this state and the Home Office; and 





the friendly inspiration given to me by yourself. 
Believe me I am looking forward to a permanently 
prosperous and happy affiliation with the friendly 


Franklin. 


Gratefully yours, 


Joseph E. Harvey 


An agent cannot long travel at a faster gait than the company he represents. 





Lhe Friendly 
FRANKLIN LIFE 


SPRINGFIELD, ILLINOIS 


CHAS. E. BECKER; PRESIDENT 


INSURANCE 
COMPANY 


‘DISTINGUISHED SERVICE SINCE 1884 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 


A BILLION DOLLAR INSTITUTION 
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NEWS OF LIFE 


ASSOCIATIONS 





Wylie Craig New 


Missouri President 


JEFFERSON CITY — Wylie Craig, 
Aetna Life, Kansas City, was elected 
president of Missouri Life Underwriters 
Assn. at its annual meeting here. Wil- 
liam King, Fidelity Mutual, St. Louis, 
was named first vice-president, and W. 
Ural Myers, Continental Assurance, 
Sileston, second vice-president. Presi- 
dent Craig appointed Sam C. Pearson, 
Jr., Northwestern Mutual, Kansas City, 
as secretary. 

The officers of the state association 
and the presidents of the 12 local asso- 
ciations constitute the- state executive 


board. 
Speaking at the luncheon, Powell B. 
McHaney, president General Ameri- 


can Life, discussed the current trend to- 
ward disastrous inflation in the United 
States. He pointed out the responsi- 
bility of life agents and others in the 
industry to point the way toward curb- 
ing governmental extravagances as a 
very definite and effective step toward 
checking inflation. 

With wages and costs of basic mate- 
rials, etc., on the increase and interest 
rates and returns on investments drop- 
ping, the life companies must economize 


to keep within their reserve require- 
ments. The answer, of course, is very 
largely greater production of new life 
insurance since the new policies do not 
require the same reserves as the older 
policies that were written years ago. 

Guests of honor at the luncheon in- 
cluded Lt. Gov. Blair, Superintendent 
Leggett and Dallas R. Alderman, vice- 
president Kansas City Life. 





Ebersol New President 
of Milwaukee Association 


E. C. Ebersol, Lincoln National, has 
been elected president of Milwaukee 
Assn. of Life Underwriters, succeeding 
E. H. Sanders, Equitable Society. Ar- 
thur H. Neuhaus, Bankers Life, and 
W. H. Froehlich, Old Line, were named 
vice-presidents; Donald J. Mertz, Mu- 
tual Life, secretary, and Harold E. 
Kasche, Aetna Life, treasurer. 

Directors are Clyde Fuller, North- 
western Mutual; J. Douglas Grannis, 
Massachusetts Mutual; George 
Grimm, New England Mutual; Milan B. 
Johnson, Equitable Society; Lloyd W. 
LeRoy, New York Life; Ray W. Ruff- 
ner, Prudential, and Arthur E. Spakow- 
ski, Phoenix Mutual. 

National quality awards were pre- 
sented to members by L. W. Spickard, 
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Life insurance in force exceeds $320,000,000.00 
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NATIONAL RESERVE LIFE 


Topeka, Kansas 


A few unusual opportunities open for liberal general 
agent franchises in states west of the Mississippi. 


H. O. CHAPMAN, President 











Bankers Life, chairman of the local 
award committee. Roy R. Stauff, coun- 
ty judge handling probate cases, spoke 
on “Life Insurance and Estates.” 





Montague New St. Louis 
Association President 


Cecil F. Montague, Equitable Life of 
Iowa, has been elected president of Life 
Underwriters Assn. of St. Louis to 
succeed John R. Buhr, Metropolitan. 

First vice-president is Richard H. Ben- 
nett, General American; second vice- 
— Lawrence H. Stern, Penn Mu- 
tual. 

_ William King, Fidelity Mutual, first 
vice-president of the state association, 
presented national quality award certifi- 
cates to St. Louis qualifiers. 

Miss Susan Barrington, Guardian Life, 
was elected head of the women’s di- 
vision. She had served as_ secretary 
for three years. 


Plumley Maine Speaker 


H. Ladd Plumley, vice-president of 
State Mutual Life, speaking at the 
Maine sales congress at Brunswick, cited 
figures to show that the American 
people are underinsured and challenged 
the agents to remedy this condition. 

Other speakers were B. S. Rosen, 
New England Mutual, Boston, who 
spoke on programming and its by- 
products; and N. Dean Rowe, Mutual 
Life, Johnson, Vt., who spoke on “As 
Ye Sow.” 


T. D. Heenan Honored 


Timothy D. Heenan, who retired June 
1 as district manager for the John Han- 
cock at Hempstead, N. Y., was honor 
guest at the June meeting of the Long 
Island branch of the New York City 
Life Underwriters Assn. He was to 
be introduced by Harry Gardiner, gen- 
eral agent of the company in New York 
City, who will retire soon after 46 years 
with the company. Mr. Heenan joined 
the company in 1905 as an assistant 
cashier. 

The Pasadena-San Gabriel Valley Life 
Underwriters Assn. will install its new 
officers June 29 at Santa Anita at a 
dinner and dance. 





Detroit—At a breakfast meeting, a 
sales panel consisted of Donald F. Lau, 
Massachusetts Mutual; N. Earl Pinney, 
Mutual Benefit Life and Frank M. Min- 
ninger, Connecticut General. 

Buffalo—New officers include Allan W. 
Carpenter, president; Laurice W. Hall, 
1st vice-president; Daniel F. Steinwald, 
2nd vice-president; Jack O’Bannon, treas- 
urer, and John F. Ciolino, secretary. 

Eau Claire, Wis.—The Chippewa Val- 
ley association held a golf tournament, 
followed by a dinner at which golf prizes 
were awarded. An L.U.T.C. movie was 
shown. 

Great Falls, Mont.—William M. Gra- 
ham, Northwestern Mutual, has been 
elected president of the North Montana 
association, succeeding M. J. Bryant. 
Joseph Persha, Equitable Society, is 
vice-president, and John Cornelius sec- 
retary. 

George N. Wright, Jr., Northern Life, 
national committeeman, reported on 
National association activities. The 
training school for new association offi- 
cers was held at Helena June 9. 

Hartford — National quality awards 
were presented to 74 members by Charles 
J. Zimmerman, managing director of Life 
Insurance Agency Management Assn. 

Evansville, Ind.—Installed as officers 
were E. E. Verdon, Life of Virginia, 


president, and Otto Green, secretary- 
treasurer. 
Washineton, MN. C.—Chester R. Jones. 


Massachusetts Mutual. newly elected 
president of District of Columbia asso- 
ciation, took over at the June meeting. 
Becanse of obiection from N.A.L.U., the 
groun voted to eliminate from its newlv 
revised hv-laws a _ provision for life 
membershin for those of 25 years stand- 
ine. 65 vears of age. 

Certificates of annreciation were 
awarded to the retirine officers. H. 
Cochran Fisher reported on N.A.L.U. 
activities 

The principal sneaker was Howard H. 
Cammack, president American Society 


of C.LU., the D. C. chapter of whic, 
sponsored the meeting. 

A long list of members who have qua). 
ified for the national quality award Was 


, announced. 

Pontiac, Mich.—Allan G. Hamilton hag 
been elected president. Executive secre. 
tary and vice-president is Robert E. Van. 
tine, Ohio National; vice-president 
Frank Antrobus, Lincoln National; treas. 
urer, Oswald Burke, and national com. 
mitteeman, Curtis Patton, Great-West. 

National quality awards were pre. 
sented to five members by Bruce Annett 
president of the Pontiac Chamber of 
Commerce. 


COMPANY MEN 


John Hancock Designates 
Behrman a Vice-President 


Dr. Roland A. Behrman has been 
elected vice-president of John Hancock 
Mutual. He has 
been medical direc- 
tor of that com- 
pany since 1946. 
Dr. Behrman joined 
John Hancock in 
1917 as a field ex- 
aminer and in 1919, 
upon his return 
from service, be- 
came medical in- 
spector at the home 
office. He now be- 
comes _ vice-pres- 
ident and medical 
director. He is a 
graduate of Tufts 
College medical school and taught there. 


Rust and Fuller Move Up 
With State Farm Life 


Adlai H. Rust, formerly president, has 
now been elected chairman of State 
Farm Life. He continues to hold the 
office of treasurer. New president is 
Morris G. Fuller. He was formerly ex- 
ecutive vice-president. : 

A. W. Tompkins was elected a direc- 
tor to fill the unexpired term of the 
late G. J. Mecherle. Paul L. Mitzner, 
assistant director of personnel, has be- 
come personnel director of all the State 
Farm companies. 


Salberg to Home Office 


Birger M. Salberg has been named 
head of Pilot Life’s newly created field 
service department. Mr. Salberg was 
formerly general agent at Miami. 

















R. A. 


Behrman 











Hillman Chief Accountant 


Great-West Life has appointed James 
A. Hillman as chief accountant. Mr. Hill- 
man obtained his chartered accountant 
degree in 1943 and became a partner 
of Laird, Sprague & -Co., chartered ac- 
countants, in 1945. He is a member of 
Institute of Chartered Accountants of 
Manitoba and National Office Manage- 
ment Assn. 


Dr. Glasgow to Pyramid 


Pyramid Life of Charlotte, N. C., has 
appointed Dr. Douglas M. Glasgow as 
medical director. He will continue his 
private practice in Charlotte. He suc- 
ceeds Dr. Frank Ray, who died several 
weeks ago after many years as medical 
director. 

Dr. Glasgow studied at McGill, Har- 
vard, and University of Edinburgh. 








John W. Hanes, president of Ecusta 
Paper Corp. and a former under- 
secretary of the Treasury, has_ been 
elected to the board of Mutual Life. 








Standard Analytical Service of St. 
Louis has issued its 1950 “Independent 
Comparative Report” giving a number 0 
factors on life companies having $100 
million or more of life insurance in force- 
It covers 173 companies and contains a 
number of charts covering aggregate 
figures. 
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Assn. Elects Ernst 


(CONTINUED FROM PAGE 3) 








953. . . . . . 
extended the invitation, it being the 


i has made in as many years. 
an group withdrew its earlier 
applications in favor of Dallas and the 
athe several eastern groups sponsoring 
the 1952 meeting came prepared with 
an outline of their program, including 
the notation that five eee already 

ve agreed to participate. ; 
pag Po vane from H. & A. Underwriters 
Conference were given by James R. Wil- 
liams, its public relations director and 
chairman of the International associa- 
tion hospital committee. 

Luncheon speaker Tuesday was EI- 
mer Wheeler, sales consultant and 
weight reducer, who gave an inspira- 
tional talk, “Sell the Sizzle.” 


Leaders Table Elects Kowins 


Joseph L. Kowins, Illinois Bankers 
Life, Baltimore, was elected chairman 
of the Leading Producers Round Table 
at the breakfast meeting Wednesday. 
He succeeds J. Keith Pardee, Mutual 
Benefit, H. & A., Lansing. Mr. Kowins 
appointed Thomas Callahan, Time, Mil- 
waukee, as vice-chairman. ; 

The group discussed changing the 
qualification for round table member- 
ship, and Mr. Kowins urged raising 
the level from $5,000 in A. & H. pre- 
miums to $10,000. That should be a 
permanent standard, he said, comment- 
ing that changing the rules every 
year isn’t good for the business. Carl 
Ernst, the new association president, 
suggested that Mr. Kowins appoint a 
committee to go over the qualification 
problem in detail. In the past, he said, 
the decisions have been made at a 
hurried breakfast meeting, and several 
weeks later it was discovered that many 
important things were overlooked. The 
committee will consult with Mr. Ernst 
and Wesley Jones, executive secretary, 
and report by Sept. 1. 


Mr. Kowins also urged that the round | 


table be given more time on the asso- 
ciation program. At Asbury Park it is 
possible the group may have a separate 
meeting of half a day. 


Ross, MacEwen, Jaqua Heard 


The sales talks began Monday after- 
noon. Ray Ross, vice-president of Equi- 
table Life & Casualty; D. C. MacEwen, 
superintendent of the A. & H. depart- 
ment of Occidental Life, and A. R. 
Jaqua, director of insurance marketing 
at Southern Methodist University, were 
featured at this session. 

It is important to know what takes 
place in the prospect’s mind and causes 
him to buy, Mr. Ross said in his ad- 
dress. Even though prospect does 
not understand fully why he buys, the 
salesman should, he added. One of the 
strongest buying motives is a desire 
for gain, another is for comfort, another 
convenience, need for security, to satisfy 
pride. 

A. & H., Mr. Ross said, is one of the 
easiest commodities to sell. The need 
for it is already known, and the sales- 
man only has to talk about taking care 
of the need that already is dormant 
in the prospect’s mind by explaining 
and pointing out the advantages of a 
particular policy. Most commodities ap- 
peal to only one or possibly two of the 
buying motives, but A. & H., Mr. Ross 
declared, has an appeal to all. 

In his talk, “Something More Than 
the Sale,” Mr. MacEwen stressed the 
responsibility of the agent. The. placing 
of personal insurance goes beyond the 
sale, he said. “Any slick, fast talking, 
vacant lot ‘pitch man’ can sell gadgets 
no matter how useless,” he commented, 
“but the pitch man has no place in the 
A. & H. business.” Providing the means 
of maintaining income during times of 
disaster should not lend itself to high 
pressure. The agent who sells adequate 
coverage gets the further reward of ad- 
vertising through the policyholder after 
a claim, he observed. If a claim is turned 
down because improper coverage was 








Irving Wessman, Loyalty group, sold, the insured’s comments to his 


friends can go far to reduce the agent’s 
market. 


Advice on Letter Writing 


The luncheon speaker Monday was 
Charles Bury, correspondence con- 
sultant, who gave a rapid fire set of 
instructions on “How to Write Better 
Business Letters.” He advised the 


audience not to write business letters, 
but to try “talk letters,” adding a 
friendly touch by means of a postscript 
in the writer’s own hand. He criticized 
the standard close as overworked and 
meaningless, and suggested trying some- 
thing original. Mr. Bury also recom- 
mended employing contractions in a 
letter, saying they follow the conversa- 
tional pattern. 

“Think in terms of the other person 
instead of ‘I or we,’ he advised. “In- 
stead of using, ‘we wish to point out,’ 
try ‘you will be interested to know.’ Try 
using the reader’s name in the body of 


the letter,” he added. 

He urged conciseness, stating that 
40% of letters written are too long and 
another 15% are necessary only because 
the original letter wasn’t clear. 

Letters cost $2.05 each, on the aver- 
age, Mr. Bury declared. That is as much 
as a telegram or long distance tele- 
phone call; but very few people are as 
economical of language in a letter as 
they are with wires or calls. 

The job of life or A. & H. selling 
needs adjustment to the kind of man 
that can be hired into the business, 
A. ‘R. Jaqua stated. There is a need to 
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Popular with field men. 
Appreeiated by their parent-elients. 


KL AMERICAN'S 


one-policy plan. 


The ‘Estate Builder,’ recently presented, has enjoyed unusual 


acceptance. It offers a special, new financial plan for children 


under ten, and its outstanding advantage is that it combines 


in one policy features formerly found only in several separate 


policies. Also, it is a sound plan which grows with a child’s needs. 


no increase in premiums. 








65 plan. 





still lower premium. 


CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 


HERE IS HOW IT WORKS 


The Estate Builder is unlike other plans 
of insurance for children because the 
amount automatically increases at age 
21, to five times the face amount—with 


$1,000 prior to age 21* 


PREFERRED CLASS. The increased insurance after 
age 21 is on the Preferred Class Life Paid-Up at Age 


REDUCED PREMIUM OPTION. At any time after 
age 21, change can also be made, without medical 
examination, to Preferred Class Ordinary Life at a 


$5,000 at age 21 


age 21 


FEATURES EXCLUSIVE WITH CONTINENTAL AMERICAN 










IN ADDITION: Its High Cash Values Provide—An 
Education Fund at Age 18, Business Opportunity 


Fund at Age 21, Retirement Fund at Age 65. 


The “Estate Builder’’—the new, valuable addition 


policies. 


WILMINGTON, DELAWARE 


*Modified death benefit until first 
birthday (in New York, until age 5). 
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change the job so that the “average” 
man can do it. 

He noted that in the life business, of 
all new men entering in 1951, only half 
will stick through 1952 and only one 
quarter until 1954. “I don’t know about 
the A. & H. business, but it couldn’t 
be any worse,” he said. 

Lack of preparation for the job, lack 
of assistance and guidance, and lack of 
help and equipment were blamed by 
Mr. Jaqua for this turnover. 

“The hardest thing in the world to 
do,” he said, “is to keep working.” The 
agent doesn’t know where to go. Some 
companies have done direct mail work in 
an effort to change the job by supplying 
leads and giving the agent direction. 
Mr. Jaqua said he wants to see pros- 
pecting bureaus run by the home office 
and the agency. If the agent is one who 
can’t prospect but can do a good me- 
chanical job of selling, he will have 
somewhere to go. Looking for a job 
is exhausting, nerve racking work, but, 
Mr. Jaqua said, the agent is asked to 
go out every morning and look for 10 
jobs. 


Agent Should Be Taught “Pitch” 


The agent should be taught a “pitch,” 
he added. Again the job should be 
changed to make it easier for the av- 
erage man. 

Holding cards up to the audience with 
single words emphasizing his points, 
Mr. Jaqua urged that agents be given 
some knowledge of their product. This 
will give the man confidence. If he has 
enough knowledge to answer some of 
the prospect’s questions, he may hit 
the jackpot. 

The great majority of students in the 
Southern Methodist course _ initially 
don’t know the uses of life insurance, 
Mr. Jaqua said. These uses constitute the 
needs of the prospect. He outlined what 
in his opinion are the possibilities of 
loss toa man earning $5,000: Total Dis- 
ability, $125,000; death, $100,000; public 
liability suit, $50,000; personal liability, 
$25,000; fire, $15,000; accident or sick- 
ness $5,000; automobile collision, $2,000; 
burglary or theft, $1,000. 

Most people don’t buy insurance from 
the top of the list down, but from the 
bottom up, he declared. The newly 
married couple insure the wedding ring, 
the car; skip & H., know nothing 
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about comprehensive personal liability, 
buy an automobile liability policy, and 
perhaps $2,000 of ordinary life. 


Should Be Given a Kit 


The agent should be given a kit, have 
something to show that will help him 
emphasize his points, demonstrate the 
need for and the uses of his product, he 
said. 

The average agent selling life or 
A. & H., Mr. Jaqua continued, is in 
the middle of a squeeze. He faces com- 
petition at the top level income market 
from the expert, the specialist and at the 
other end by the group man. He also 
has the problem of uneven income 
vs. fixed expenses. “The agent is under 
the gun every Monday to earn enough 
to pay Friday’s bills,” he said. 

The agent must be given a break, 
Mr. Jaqua said. His ego must be built 
up. Too many men are hired and find 
they have no office, no desk. They work 
from their homes, have no prospects, 
no kit, no sales track. 


Sales Ideas Given 


Tuesday afternoon speakers were 
Joseph L. Kowins, Illinois Bankers 
Life, Baltimore, and Mrs. Adele Levy, 
Mutual Benefit H. & A. New Orleans. 
Mr. Lambert presided at this session, 
which was sponsored by the Leading 
Producers ‘Round Table. 

“Don’t slow down too soon and don’t 
give up,” Mr. Kowins urged in his talk, 
“Ideas and Techniques.” A. & H., he 
declared, is the ideal prospecting ap- 
proach. There is no better way to get 
a man to discuss his income. 

He said that A. & H. must be sold 
with visual aids as well as spoken 
words. Ideas must be strong enough 
to visibly move the prospect. He ad- 
vised selling the wife the idea of re- 
placing income and getting her to agree 
to the importance of income. Instead of 
trying to replace the same income the 
prospect earns, sell to provide for the 
basic minimum requirements, he said. 

“Sell salary interruption insurance,” 
he suggested. “You can double your in- 
come by talking to small corporations 
and partnerships by selling them on the 
idea of salary interruption. You can sell 
three men as quickly as you can sell 
one. The average accident policy lapses 
in seven to nine years. Salary interrup- 
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tion lasts as long as the business.” 

When selling individuals, Mr. Kowins 
recommended talking of a plan that will 
provide one thousand, two hundred 
dollars a year income rather than $100 
a month. The larger figure makes the 
man feel he is getting something for 
his period of disability. 

During the interview, keep stressing 
the fact that an individual must qualify 
for a plan, he said, ‘and if you repeat 
these few words, ‘If you can qualify’ 
often enough, it will not be long before 
the prospect asks, ‘What do I have 
to do to qualify’?” 

Mrs. Adele Levy, who has been one 
of the top producers for Mutual Benefit 

& A. for several years, told how she 
handles objections. 


Supplies Prospect the Objections 


Mrs. Levy said she has adapted an 
idea of Bert A. Hedges, Kansas man- 
ager of Business Men’s Assurance. She 
has had a card printed listing the 10 
most frequently heard objections. When 
she is in the prospect’s home and he is 
at ease, she hands him the card (before 
he has a chance to bring up any objec- 
tions), and asks him to choose one of 
the listed reasons why he does not want 
a policy. “It is surprising how seriously 
he will look at that list and choose an 
objection,” Mrs. Levy remarked. 

Among the objections offered, and 
the answers to them, she mentioned: 
“Have to talk it over.” Mrs. Levy said 
she tries to find out with whom the talk- 
ing is to be done. If it is with the per- 
son who is actually going to pay the 
premium, such as a son or daughter for 
an elderly parent, she moves on. How- 
ever, most of the time these objectors 
need only a little more convincing. She 
uses a favorite motivating story about 
a man she called on about a week be- 
fore Christmas who was ready to buy, 
but wanted to talk it over with his 
daughter. Mrs. Levy finally convinced 
him of the need to buy tmmediately, 
and only three weeks later he was 
seriously injured. Since 1948 she has 
worn out several photostatic copies of 
an appreciative Jetter from this man. 


Firm Insurance Answer 


An objection becoming more frequent 

“My firm gives insurance.” Mrs. 
Levy stresses the “extra policy, extra 
money approach, and uses a case ex- 
ample of a man who bought an in- 
dividual policy to take up where the 
company policy quit at the end of three 
months. The man was_ incapacitated 
for more than a year, and has given 
Mrs. Levy permission to use his name 
and address, and has agreed to let her 
get him on the phone to help convince 
reluctant cases. It is seldom necessary 
to call when the prospect is sure that 
the policyholder is going to respond. 

One of the hardest prospects to close 
is one who is “too busy,” Mrs. Levy 
said. “If a man or woman is too busy 
to see me, how can I get near enough 
to get my fountain pen in his hand?” 
she asked. Her response to this is 
perseverance. Continual phone calls, 
dropping in while in the neighborhood, 
writing a letter occasionally. When it 
is possible to see the prospect after all 
this, the close is fast, she said. 

A simple and effective close, Mrs. 
Levy declared, is one she has used suc- 
cessfully for some time. “Good morn- 
ing, Mr. Prospect. I am Mrs. Levy 
representing Mutual Benefit H. & A. 
This is our improved hospitalization (or 
A. & H.) plan.” Then follows a short 
sketch of the plan, and “and now will 
you please sign here?” 

The impact of the abrupt close shocks 
the prospect into giving his objections, 
which are what the agent wants all the 
time in order to guide the sales talk. 
His objection to the approach tells what 
he really wants, how much he is willing 
or able to pay, and when the money will 
be available for the first payment. ‘This 
is when the selling actually begins be- 
cause no matter how capably a presenta- 
tion is made, it is wasted time and ef- 
fort until you can make the prospect 
talk. I cannot overemphasize the im- 
portance of getting his objections im- 
mediately,” she stated. 
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Metropolitan Actuary Spealy 
at Age Problem Confereng, 
Sponsored by Northwestern, 


Charles A. Siegfried, associate acty. 
ary of Metropolitan Life, declared jg 
a speech at Northwestern University 
that appreciation of the proper role of 
individual,. the employer and employe 
and the government in dealing with the 
economic problems of old age calls for 
a tremendous educational job. Mr. Sieg. 
fried, who was speaking at Evanston 
Ill., in a conference on problems of an 
aging population emphasized the signif. 
cance of insurance principles in achiey. 
ing the proper balance between the 
three areas of responsibility. He noted 
that Congress has given careful and 
generally able attention to the complex 
issues involved in social security legis. 
lation and he said he was encouraged 
by the Senate resolution authorizing a 
thorough study of the social security 
structure. He termed a successful re. 
sponse to the challenging issues of go. 
cial security one of the critical tests 
of the democratic system. 

Mr. Siegfried discussed the danger 
that employes may look to the pension 
from their employers as the only ap- 
propriate source of support in the event 
of retirement. He pointed out the nee. 
essity for the average citizen to be 
aware of the important differences that 
exist between so-called social insurance 
which encompasses government Pro- 
grams of this kind and private insurance. 
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day noon in Chicago office — 175 W. Jackson 
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OPPORTUNITIES IN 
TOP COMPANIES 


Educational director for agency field training. 
Effective personality. Experience in teaching or 
business training. To $8, 


Methods and planning man for expanding 
group insurance division. Light insurance ex- 
perience essential. To $7,000 


Head of group claims division needs outstand- 
ing man under 40 with at least three years 
experience. Must have administrative and con- 
tact ability. To $6,500. 


Group underwriter to assist department head. 
Key job. Excellent opportunity to advance. 
To 35 years. To $6,500. 
BING CRONIN AGENCY 
11 E. 47th S#. 
“New York, N. Y. 








AGENCY DEPARTMENT 
EXECUTIVE 


A large West Coast Life Insurance Company, 
selling Life, and Accident and Health Insur- 
ance, has an unusual opportunity for a qualified 
Agency Department Executive to take charge 
of sales promotion and training. Field and 
Home Office experience necessary. Write stat- 
ing age, educational and business background, 
family status, present salary. Replies will be 
treated confidentially. Address F-62, The Na- 
tional Underwriter, W. Jackson Bivd., 
Chicago 4, Illinois. 








GROUP — PENSIONS 


22 years experience—Sales and Agency Man- 
agement—top writing companies—wide broker- 
age acquaintance—no preference as to location 
—Available 60 days. Address F-64, The National 
Underwriter, 175 W. Jackson Blvd., Chicago 
4, Illinois. 








OPPORTUNITY for DISTRICT MANAGER 
In University City 


Must be between age 30 and 50. Give experi- 
ence and qualifications in letter. Over $2,500, 
of business in force in District. Your replies will 
be held confidential. Address F-75, The Na- 
tional Underwriter, 175 W. Jackson Bivd., Chi- 
cago 4, Illinois. 
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FRATERNALS 


Flag Day Celebration Held 
at Wis. Schoolhouse Shrine 


MILWAUKEE — Joseph F. Walsh, 
Catholic Knights of Wisconsin, presi- 
dent National Fraternal Flag Day Foun- 
dation, directed the program for the 
annual Flag Day celebration at the 
Stony Hill schoolhouse shrine near Fre- 
donia, Wis., June 14. The school is 
the site where Dr. B. J. Cigrand, as a 
young schoolteacher, first conceived a 
national day dedicated to the flag. The 
Wisconsin and National Fraternal Con- 
gresses organized the Flag Day Foun- 
dation to restore the shrine, and the 
state has appropriated $10,000 to help 
finance the rebuilding of the school to 
its original appearance as the National 
Flag Day Shrine. 


Illinois Fraternal Week 


Illinois Fraternal Congress held its 
Fraternal Week and Flag Day celebra- 
tion on June 14 in the grand ballroom 
of the Hotel Sherman in Chicago. Mas- 
ter of ceremonies was Fred A. Johnson, 
Royal League, chairman of the National 
Fraternal Week committee, and director 
of the program was Mrs. Selma Feichte- 
meir, Royal League. Many of the mem- 

- ber societies were represented by musical 
or dancing events on the program. 











GEORGE E. COBB, 81, supreme 
president of North American Union 
Life of Chicago, died in Swedish 


Covenant hospital there. 


A talk on “Life Insurance—a Funda- 
mental Institution of Democracy” was 
given by- Alex O. Benz, president of 
Aid Assn. for Lutherans, at a dinner 
meeting of the Lutheran Men’s Club at 
Appleton, Wis. 








The H. B. Alexander and B. Y. 
Thorpe agency of Aetna Life at Nash- 
ville, Tenn., has moved into new and 
larger quarters in the Chamber of Com- 
merce building. 


MANAGERS 


Milwaukee Cashiers Elect 


Lester Wilbert, Northwestern Mutual, 
chairman of Wisconsin Life Insurance 
Leaders ‘Round Table, addressed Mil- 
waukee Cashiers Assn. Newly elected 
officers of the group are Arthur Hale, 
Provident Life & Accident, president; 
Oscar Gehrman, Mutual Life, vice-presi- 
dent, and Marie Macheel, Connecticut 
Mutual, secretary. 








Frost New Austin President 


Austin (Tex.) Life Managers Club, 
at a ladies night dinner elected Jack 
Frost, American Hospital & Life, presi- 
dent; Boyd Weide, Minnesota Mutual, 
vice-president; Harry Griffiths, Ameri- 
can National, secretary. 


Caldwell Oklahoma Chief 


Charles S. Caldwell, Life of Virginia, 
has been elected president of Oklahoma 
General Agents & Managers Club, with 
Stewart E. Meyers, Great Southern, as 
vice-president, and Malcolm C. White, 
Pacific Mutual, secretary-manager. 


Elect at Charlotte, N. C. 


Charlotte, N. C., managers have elect- 
ed Lloyd Crandall, Phoenix Mutual, 
president, succeeding T. O. Ward; W. 
L. Rosenbaum, Home Beneficial, vice- 
president; and 'R. L. Taylor, Reliance 
Life, secretary. 


Martin Lexington President 


Paul Martin has been elected presi- 
dent of General Agents & Managers 
Assn. of Lexington, Ky., to fill out the 
unexpired term of Elwood N. Chambers, 
Commonwealth Life, resigned. Mr. Mar- 
tin has been vice- president. His duties 
will be assumed by Lawson Branden- 
burg, Columbus Mutual, secretary. 











Indianapolis General Agents & Man- 
agers Assn. will hold its annual golf 
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party and election at Ulen Country Club, 
Lebanon, Ind., June 15. 





Oregon Managers Choose Korlann 


Life Insurance Managers Assn. of 
Oregon elected Walter G. Korlann, 
Capitol Life, Portland, president. Other 
officers are Harry C. Krehbiel, Provi- 
dent Life of North Dakota, Portland, 
vice-president, and Charles L. Slain, 
Lincoln National, secretary-treasurer. 


COMPANIES 


Berkshire Breaks Records 
in Loyalty Month Drive 


Berkshire Life for the year ending 
May 31 had the largest 12 months’ pro- 
duction period in its 100-year history, 
with more than $40 million new life 
business. 

Its field men also chalked up a new 
record for an _ eight-week production 
period by finishing “Loyalty Month” 
with $10,038,301. That drive was direct- 
ed by Frederick C. Leen, general agent 
at Portland, Me., with 25 agencies re- 
porting more than 100% of quota. The 
George N. Matthews agency, Buffalo, 
led with 318% of quota. Agencies re- 
porting more than 200% were Edward. 
J. Dore, Detroit; Joseph E. McCombs, 
Washington; S. Samuel Wolfson, New 
York, and R. Maxwell Stevenson, Pitts- 
burgh. The leading personal producer 
in volume was Bruce Sweet, Buffalo, 
while Jack C. Harper, Wichita, and 
Samuel Fudesco, Syracuse, tied for top 
honors in number of paid-for cases. 














Begins Golden Year Plans 


Columbian National Life, which will 
celebrate its 50th anniversary in 1952, 
has appointed a celebration committee 
consisting of Joseph A. Kelly, 2nd vice- 
president and attorney; Charles F. Net- 
tleship, Jr., 2nd vice-president; Elliot 
C. Laidlaw, assistant secretary, and 
Frank L. Shoring, director of field serv- 
ices. 

The June 6 charter day celebration 
will be held in conjunction with a 
homecoming convention of agents and 
field personnel. 


Great-West Men Retire 


Several members of the Great-West 
Life home office staff have retired, in- 
cluding W. Davidson Thomson of the 
accounting department, who joined 
Great-West Life in 1916; Alfred A. Shel- 
ford, with the company for 35 years in 
various departments, and James M. 
Hayes of the underwriting department, 
also been with the company 35 years. 

Other retirements include Roy D. For- 
rester, cashier of the Winnipeg branch, 
with 49 years service; David W. Farqu- 
har, mortgage inspector, Moose Jaw, 20 
years; H. M. McLaren, investment in- 
spector, Brandon, 23 years, and Ethel 
Mundy, Toronto, 20 years. 


POLICIES 


Revises Dividend Scale 


Canada Life has revised its scale of 
annual dividends for the period com- 
mencing July 1, 1951. Annual extra divi- 
dends will be continued, the extra divi- 
dend being at a higher rate than for 
the previous year. The total amount 
paid out on basic annual dividends will 
be increased considerably, the result 
varying with plan and age. On certain 
plans there will be minor reductions, 
but every premium-paying annual divi- 
dend policy, if receiving cash dividends, 
will receive a combined basic and extra 
dividend larger than the same policy 
received last year (unless some change 
was made in the policy). 

The rate of interest allowed on cash 
dividends left to accumulate and also 
on proceeds of participating ordinary 
policies left with the company will be 














=e 
3% or the guaranteed rate, if this is 


higher. 





Offers Insured Income Form 


Union Central is writing an insured 
income policy for terms of 10, 15 and 2 
years with premiums payable for seven 
12 and 16 years respectively. It provide; 
for a monthly income of a stated amount 
payable from the day of the insureq, 
death until the end of the term periog 
The insured may elect to have the 
monthly installments commuted and 
paid in one sum at his death or paig 
under any of the regular settlemen 
options. 

The conversion period is seven years 
for the 10-year plan, 10 years for the 
15-year plan and 15 years for the 2. 
year plan. Minimum issued is $109 
monthly. It will be issued at ages 9 
to 60 on the 10-year plan, 21 to 55 on 
the 15-year plan and 21 to 50 on the 2. 
year plan. 

Union Central also is now issuing 
ordinary life up to age 70. 


__AGENCY NEWS - 


Johannsen Fishing Trip 


Members of the A. J. Johannsen Agen- 
cy of Northwestern Mutual Life in New 
York City took in more than 400 fish 
during the agency’s fourth annual over- 
night fishing cruise in the waters off 
Long Island. The party got under way 
with a barbecue grill dinner at the 
Center Moriches home of one of the 
auenes's leading producers, B. F. Grif- 
fiths. 

Star fishermen’ were Harold Baird, of 
the agency, outgoing president of the 
New York City Life Underwriters 
Assn., and Grant L. Hill, vice-president 
and director of agencies, guest from the 
home office. 














Bleetstein New York Leader 


Celebrating its 21st anniversary, the 
Abraham Bleetstein agency of Equitable 
Society led the New York metropolitan 
department in total production for the 
first five months with ordinary writipgs 
of $5,627,000, a gain of 35.3% over the 
like period last year. Group insurance 
for the five months totalled $2,720,112. 

During the recent “Par for Parkin- 
son” campaign, the agency wrote $2,- 
876,178 ordinary business on 402 lives, 
and group insurance of $715,000. 








Women’s Institute at Purdue 


A women’s institute of life insurance 
marketing, to be held on the Purdue 
campus for two weeks beginning Aug 
13, is announced by Norma Wasson 
Bard, chairman of the 1951 Women’s 
Quarter Million Dollar Round Table. 
The institute is only for women who de- 
sire a successful career in life insurance. 
Class discussion will revolve around case 
studies and actual sales methods. Meth- 
ods, not theories; ideas, not general prin- 
ciples, will be presented. 

Elsie Doyle, Union Central, Cincin- 
nati, chairman of the women’s division 
of N. A. L. U., chairman of the educa- 
tion committee of W.Q.M.D.R.T., is 
cooperating in arrangements for the 
institute. 





Benefits Paid 
Since Organization 


$63,480,606 


Supreme Forest 
WOODMEN CIRCLE 


Omaha, Nebraska 
Dora Alexander Talley Clara B. Cassidy 
President Secretary 
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Long Range Strategy Needed, Thore Says 


(CONTINUED FROM PAGE 1) 








ents for witnesses, all within a 
pr tt short period. When these 
emergencies arise, there is always some 
feeling of uncertainty as to whether the 
policy adopted will have the support of 
those who have not participated in the 
committee work. And it has been our 
impression that whenever opposition to 
such an established policy develops, it 
is frequently due to lack of complete 
information. ; 

“We urge, therefore, that every effort 
be made to anticipate problems and 
schedule discussions thereof, so that 
time will be afforded to permit full dis- 
semination of the facts and an oppor- 
tunity for discussion. This means ad- 
vance planning. Just as we accept cen- 
tral planning with our companies, we 
must accept it in association activities. 
It means working hard on the problems 
to come. Such a practice will not only 
develop stronger support for any policy 
adopted but it should improve the 
quality of the conclusions we reach.” 


Avoid Pious Disclaimers 


Criticizing hypocritical disclaimers of 
self-interest, Mr. Thoré said such pious 
expressions should be avoided, that self- 
interest is a commendable trait, although 
in recent years it has been the style to 
deny such a motive. 

“We are expected to safeguard the 
services we furnish to the public,” he 
said. “Any attempt to plead indifference 
to our own interests disregards the role 
life insurance must assume in protecting 
the rights of policyholders. It is self- 
interest, for example, that prompts us to 
intervene in the struggle against statism. 
A sound business policy demands, how- 
ever, that ‘self-interest’ be considered 
objectively. It must be tempered ‘with 
the realization that we are an integral 
part of a society upon the survival of 
which we depend for our very exist- 
ence.” 

Mr. Thoré said it is only narrow self- 
interest which disregards the public in- 
terest that must be ruled out, the kind 
of self-interest that prompted Eric 
Johnston, administrator of economic 
stabilization, to describe the attitude of 
another business as, “consumer be 
damned — full pockets ahead.” 


Criticism Can Be Valuable 


Saying that receptiveness to adverse 
criticism is essential to policy-making, 
Mr. Thoré said that individuals seldom 
like criticism and at times business is 
equally sensitive to it. Yet, sound policy- 
making often depends on “a knowledge 
of our deficiencies as seen by others.” 
Since the life insurance business fur- 
nishes a public service, any criticism 
that it is not fulfilling its responsibilities 
must be taken very seriously, he said. 
It is no longer safe to assume that in 
the future life insurance will be free 
from government competition, for it is 
becoming increasingly evident that “we 
are entering a new era marked by re- 
peated attempts to persuade government 
to supplement our services wherever 
they appear deficient. This situation 
places a high value on complaints. Pol- 
icy-making discussions should not be 
conducted in an insulated atmosphere 
that seals off areas of valid criticism.” 

Stressing the need for reconciling di- 
vergent views within the industry where 
a Washington angle is involved, Mr. 
Thoré said that many problems offer 
temptations that are difficult to resist, 
for a particular program might afford 
certain companies a temporary advan- 
tage even though other companies 
might not fare so well. The question 
should be, what is best, in the long run, 
for the business as a whole. When a 
company feels that it cannot join in a 
program proposed by the rest of the 
business, such a split must be carefully 
appraised for its political significance. 

Frequently such a controversy will 
play into the hands of forces unfriendly 
to the business. Characteristic of such 
a situation, he said, is the temptation to 
spread seeds of disunity, or to resort to 


disruptive political strategy. Neither 
course should be adopted. Both sides 
must be ready to give and take a little 
and for the good of the business the 
parties should calmly negotiate within 
the councils of the business in an effort 
to find a solution. Few problems, he 
said, will produce disunity or bad policy 
if the parties will sit down together and 
objectively try to reconcile their dif- 
ferences. 

When a business such as life insur- 
ance becomes more active at the federal 
level, it must carefully consider what it 
is doing, said Mr. Thoré, for reckless 
action can not only wreck a good pro- 
gram but it can also destroy prestige, 
while sharp practices can breed dis- 
trust. Overactivity can become _irri- 
tating and can alienate friends in Con- 
gress. In the final analysis, a delicate 
balance must be achieved which takes 
into consideration many factors and 
which does not ignore the long-range 
objective, which is to achieve the best 
possible relationship between the na- 
tional government and the _ business. 
This objective should never be traded 
for temporary gains, nor ignored when 
legislative defeat arouses bitterness, Mr. 
Thoré warned. 


NO BOX SCORES 








Mr. Thoré said that too frequently 
businesses entering the Washington 
arena leave the impression with their 
Washington staff that the measure of 
its achievement depends upon handing 
up a series of legislative victories. Staff 
members’ success is measured by an 
annual scoring of results. This atmos- 
phere can be quite injurious to a busi- 
ness, for it forces representatives to 
abandon long-range objectives and 
places a premium on opportunism at the 
expense of the gradual development. of 
a favorable business reputation. It leads 
to feverish haste, inefficiency and, at 
times, embarrassments. It raises doubts 
regarding the maturity and stability of 
the business. 

Fortunately in the life insurance busi- 
ness such a condition does not prevail, 
said Mr. Thoré, for it is the policy of 
L.I.A. and American Life Convention, 
as well as that of the Life Insurers Con- 
ference, to stress the importance of 
: long-range approach to federal prob- 
ems. 

Criticizing lobbying through political 
pressure, which life insurance does not 
engage in, Mr. Thoré said the employ- 
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ment of those with political influence is 
often an act of desperation and a dan- 
gerous procedure at best, because 
“when the peddler of political influence 
is employed, we become responsible for 
him and we inherit his _ political 
enemies.” He said that “with the excep- 
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tion of the recent action of one com- 
pany, the life insurance business has 
steadfastly refrained from resorting to 
this type of representation.” The long- 
range objectives of the business, in his 
opinion, require that this sound policy 
be continued. 

“We believe that lobbying is a co- 
operative effort designed to assist Con- 
gress and the government agencies in 
reaching sound decisions on important 
legislative proposals,” he said. “The 
healthy influence of life insurance exec- 
utives throughout the country is, of 
course, of paramount importance. 
Through them and through their associ- 
ations, facts are placed at the disposal 
of Congress so that it has the benefit of 
your viewpoints. This form of lobbying 
also includes developing contacts and 
friendly relationships so that when 
problems arise, both Congress and the 
government agencies will consult with 
us. This program cannot be accom- 
plished by Washington representatives 
alone. It depends for ultimate success 
upon the support of every company in 
our business.” 


Asks Moral Leadership 


Referring to newspaper accounts in 
recent months of scandalous corruption 
on the part of certain government em- 
ployes, Mr. Thoré said that while he 
had no concern that life insurance would 
ever resort to such immoral practices, it 
does have a great responsibility to set 
an example in this area, where moral 
leadership is so desperately needed. 

“By demonstrating a high degree of 
integrity in all matters, regardless of 
how trivial, we can become a greater 
force in the struggle for better govern- 
ment,” he said. 

Mr. Thoré also deplored the cynical 
attitude of many Washington represent- 
atives of private business, saying that 
they have no confidence in Congress, 
are allergic to all government officials, 
and opposed to all legislation that would 
in any manner inconvenience their busi- 
nesses or in the slightest degree burden 
its operations. Their philosophy is: “We 
are here to fight.” 


Dreary Attitude Prejudicial 


Stating that while no objective ob- 

server can discount the dangerous 
course the government has pursued in 
recent years, Mr. Thoré said that never- 
theless anyone whose responsibility it is 
to represent business today must have 
respect for the government and an abid- 
ing faith that “it can carry us through 
these difficult times.” 
_ The influence of business in Wash- 
ington today is weakened because many 
of its representatives do not have this 
faith. Moreover such a dreary mental 
outlook creates such bad relations with 
government that business at times does 
not receive a sympathetic hearing. 





Ohio Bills Signed 

Governor Lausche of Ohio has signed 
bills passed by the legislature permitting 
interchange of funds by fraternals, re- 
quiring out-of-state fraternals to comply 
with the regulations governing domestic 
companies, and permitting the raising 
of funds for valuation of life company 
securities by National Assn. of Insur- 
ance Commissioners. 





Prentice-Hall of New York has pub- 
lished “The Fundamentals of Life In- 
surance” by Henry T. Owen, insurance 
professor at Tulane. 





@ 

Charles L. Kopp, 
whose appointment 
as assistant counsel 
of Pacific Mutual 
Life was reported 
in last week’s issue, 
joined its legal 
staff early last 
year. He is a grad- 
uate of University 
of Southern Cali- 
fornia law school. 





Woodson N.A.L.U. 
Executive V. P. 
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Pennsylvania Assn, 
Votes in Philips 
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in ordinary. Likewise he has had ex- 
tensive experience in institutional work, 
having served eight years under the late 
John Marshall Holcombe of L.I.A.M.A. 
when it was the Life Insurance Sales 
Research Bureau. He is a C.L.U. 


Active in Institutional Affairs 


As a company official in recent years 
he has demonstrated an unusual degree 
of interest in institutional affairs. He 
is a “charter” director of L.U.T.C., is 
one of its founders, and completed a 
year as president of that organization 
only three months ago. He recently 
completed a three-year term as director 
of L.I.A.M.A. He was elected a mem- 
ber of the executive committee of the 
Life Insurers Conference in 1949 and 
served for one year. He is widely known 
and in great demand as a speaker before 
life insurance and civic audiences. 

The new N.A.L.U. executive vice- 
president was born in Kansas 43 years 
ago and entered the life insurance busi- 
ness in Omaha nearly 25 years ago. From 
there he migrated to Chicago, where he 
served the Mutual Trust Life in a vari- 
ety of capacities from assistant to the 
president to regional director of agen- 
cies, and for a time was its manager 
in Seattle. 


Joined Bureau as Consultant 


At the beginning of 1937 he joined the 
Research Bureau as consultant. Later 
he was made director of company re- 
lations, and for the final five years there 
was assistant managing director. During 
his stay at the bureau he was director 
of the schools in agency management 
for six years. 

In the summer of 1944 he was elected 
vice-president and member of the board 
and executive committee of Common- 
wealth Life. In 1945 he became its exec- 
utive vice-president and served until the 
end of 1949. At that time he went to 
State Life as executive vice-president, 
having been selected by its directors to be 
the next president of the company upon 
the accession of President Robert E. 
Sweeney to the position of chairman 
of the board at the end of 1952. 





Sun Group Men Advanced 


Sun Life of Canada has appointed 
J. R. Millard service supervisor for the 
Detroit group region and F. L. Doyle, 
Jr., district group representative for 
New England at Boston. 

Mr. Millard has been with Sun Life 
in the group department since 1926. 

Mr. Doyle, who succeeds him at Bos- 
ton, joined. the company as a group 
representative at Philadelphia shortly 
after his discharge from the army. 


N. E. Mutual Leaders Meet 


Fifteen New England Mutual general 
agents, managers and supervisors from 
all parts of the country qualified for the 
agency builders training course at the 
home office. 

Chosen on the basis of performance 
and leadership potential, the field men 
participated in an intensive examination 
of the latest management techniques. 


Buffalo C.L.U.s Elect 


Edwin J. Gerstman, NorthwesternMu- 
tual, has been elected president of the 
Buffalo C.L.U. chapter. Vice-president 
is Lewis C. Slesnick, and secretary, Leo 
R. Futia. 


Review Cuniae - Okla. City 


Massachusetts Mutual conducted a 
review school for agents from Oklahoma 
and surrounding states at Oklahoma 
City. The course, based on “Security 
Service,” was conducted by James Ber- 
gen, training supervisor from the home 
office. 








ee, 


should not be shown in the same way 
an ordinary illustration is made up. The 
ledger statement usually shows a $1,099 
premium as actually costing the pyr. 
chaser a few hundred dollars. 

The usual net cost illustration shows 
premiums and dividends and so forth 
With business insurance the premiyy 
is not deductible and the dollars to byy 
it comes from company surplus. The 
cash value of a policy is an asset, no 
an expense. The cost to the corporation 
is the difference in what it paid ang 
what it gets back. If a corporation pays 
out $1,000 for life insurance and the 
cash value of the policy goes up $899 
that cash value is carried as an asset. 
The cost is only $200. A company wij 
go for a $200 expenditure a lot sooner 
than it will for a $1,000 outlay. If the 
premium is four or five times as large 
on a ledger basis than it actually would 
be under the proper presentation chances 
for a sale are cut down considerably 
Figures should be presented to the com. 
pany so that it sees that it will be carry. 
ing its assets in an insurance company 
instead of in a bank and that not all of 
the premium represents cost. 


Additional Market Cited 


There is a market for the sale of large 
amounts of insurance on young sons or 
sons-in-law whose value to the business 
at the present time does not warrant 
the amount of insurance to be purchased, 
he said. But there is a tax advantage 
involved which is very attractive, par- 
ticularly where the corporation has rea- 
sonably large surpluses. This is a field, 
he said, that has not been explored toa 
great extent. Where it fits, it is a very 
easy sale to make even when the cor- 
poration is carrying adequate insurance 
on the heads of the business. 


Springfield Elects Chader 


The managers of Sprinfield, Mass, 
have elected as president, Harold W. 
Chader, Connecticut Mutual Life. He is 
past president of the Springfield Assn. 
of Life Underwriters and national com- 
mitteeman for the Massachusetts asso- 
ciation. Franklin F. Pierce, Mutual 
Benefit Life, is vice-president, and 
H. W. Abrahams, Metropolitan, is 
secretary-treasurer. 


R. W. Hinton Advanced 


Robert W. Hinton, former field train- 
in gmanager for Commonwealth Life, 
has been promoted to assistant director 
of agencies of the industrial department. 

Mr. Hinton was graduated from 
Georgetown and attended Yale law 
school. He joined Commonwealth in 
1947, became assistant agency secretary 
in the industrial department that year, 
was appointed assistant manager at 
Birmingham in 1948 and became field 
training manager in 1949. 











Northwestern Mutual Life has started 
a series of home office tours planned to 
enable members of the families of its 
1,500 employes to see the surroundings 
in which their relatives work. 





Group Executive 


John Hancock Mutual has appointed 
Joe H. Cline special sales executive m 
the group sales and 
service department. 
Mr. Cline will con- 
tinue to work on 
the sales aspects of 
employer-union ne- 
gotiated group con- 
tracts. His collat- 
eral staff duties 
include general 
sales planning and 
the analysis and 
preparation of com- 
petitive material. 
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NEMIA affects millions of people, 
both young and old, in our country 
today. Fortunately, medical science has 
accomplished wonders in treating cer- 
tain types of this disease. 


Anemia caused by a deficiency of 
iron can be easily cured. This is usually 
accomplished by taking medicine con- 
taining concentrated iron which the 
doctor prescribes. Foods such as lean 
meat, eggs, and green, leafy vegetables 
are rich in iron and should be included 
in the diet. 


What Medical Science Is Doing... 


The control of pernicious anemia is 
one of the great triumphs of modern 
medicine. Less than twenty-five years 
ago, victims of this disease generally 
lived only two and one-half years from 
the time the condition was diagnosed. 


In 1926, however, a substance was 
found in liver that usually would do 
much to control pernicious anemia. To- 
day, as a result of this discovery, the 
one hundred thousand people in the 
United States with this disease are able 
to live nearly normal lives. 


Continuing research has developed 
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other effective weapons against this 
disease—for example, vitamin B-12. 
This vitamin controls pernicious ane- 
mia as effectively as liver extract. 


Authorities say that there are many 
different types of anemia, each of which 
has a specific cause. Various dietary de- 
ficiencies, defects in the functions of 
the organs that manufacture blood cor- 


Progress against ANEMIA 





puscles, exposure to toxic substances, 
and certain underlying chronic condi- 
tions or infections may be responsible 
for it. 


What You Can Do... 


Anemia may develop gradually. 
Often the first symptoms—such as 
fatigue, weakness, and nervousness— 
may not seem serious enough to de- 
mand medical attention. 


If these symptoms persist, however, 
they should receive proper medical at- 
tention. Specialists say that it is unwise 
to resort to any form of self-treatment. 
They emphasize that anemia can be 
cured or controlled only when the exact 
cause of the disease is determined and 
appropriate treatment is given. 


The strength and vitality of every 
part of the body depend upon an ade- 
quate supply of normal, healthy blood. 
That is why it is wise for everyone to 
consult the doctor promptly if anemia 
is suspected. If the disease is diagnosed 
early, patients can usually be restored 
to normal good health, providing they 
follow the doctor’s advice about treat- 
ment, diet, and other factors. 
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The stage is set for the Event of the Year 


@ Here is an Annual Meeting that is significantly ‘‘dit- 
ferent’! It is an agent’s meeting in every sense. 

It is not a “‘company’”’ meeting. Unlike the 1,500, 
agents and wives, who regularly attend, we of the Home 
Office are invited guests. The meeting is planned by the 
agents themselves, conducted by the agents themselves, 
and attended at their own expense. 

Agents who come are assured of a warm welcome, a 
pleasant stay, and an opportunity to meet and exchange 
valuable ideas with the most successful agents in the 
Northwestern Mutual family. All agents, new as well 
as experienced, are eligible to attend. 

1950-1951 Officers of the Association of Agents: District 
Agent Clifford A. Seys, C. L. U., President; Special 
Agent Royall R. Brown, Vice President; Special Agent 


Wiiliam C. Hewitt, Secretary-Treasurer. 

1950-1951 Standing Committee: Special Agent Maurice 
J. Koch (Chairman) ; General Agent Raymond J. Dol- 
wick; General Agent Russell L. Law; District Agent 
Leigh T. Prettyman; District Agent Julian D. Walter. 
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